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INTRODUCTION 

Claranol  skin  ointment  and  its  accessory  cleansing  agent,  Claranol  Soap, 
are  two  proprietary  drug  products  which  have  been  in  existence  for  39 
years  and  which  are  now  facing  slow  economic  death  through  the  gradual 
loss  of  their  original  market* 

Claranol  Ointment  was  first  manufactured  and  sold  in  1900*  Its  ingredi- 
ents are  well  known  drugs,  combined  to  produce  an  efficacious  treatment 
of  a wide  variety  of  skin  irritations  and  conditions*  The  original  owner, 
A*  Collins  Stewart,  developed  this  product  after  considerable  research 
on  the  various  skin  disorders  for  which  he  recommended  it*  Assisted  by 
his  many  friends  in  the  medical  profession,  he  arrived  at  the  formula 
which  was  named  "Claranol  Ointment"*  It  is  made  today  in  exactly  the  same 
proportions  and  of  the  same  ingredients  which  he  found  so  successful  in 
the  treatment  of  actual  cases  of  skin  irritation* 

Claranol  Ointment,  together  with  the  cleansing  accessory  Claranol  Soap, 
have  up  to  the  present  been  sold  only  as  ethical  drug  products*  An 
ethical  product  is  one  which  is  not  offered  for  sale  direct  to  the  public, 
but,  instead,  is  recommended  and  prescribed  by  doctors  and  druggists  to 
patients  or  persons  seeking  their  professional  advice* 

In  this  thesis  are  presented  chronologically  the  following  steps* 

(1)  The  methods  which  have  been  used  for  the  past  59  years  in  promoting 
the  sale  of  Claranol  Ointment  and  Claranol  Soap* 
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(2)  The  advent  of  a new  owner  and  management  group.  This  brought 
about  the  search  for  ways  and  means  of  obtaining  new  customers 
for  the  two  products* 

(5)  The  decision  to  abandon  the  ethical  market  and  to  go  direct  to 

the  consuming  public*  This  decision  is  made  after  a close  exami- 
nation of  the  drug  industry  and  the  weighing  of  opportunities  in 
the  ethical  and  consumer  field* 

(4)  The  repackaging  of  both  products,  modernizing  them  in  appearance 
and  use* 

(5)  The  new  merchandising  program* 

(6)  The  projected  sales  plan  which  is  set  up  using  successful  elements 
of  modem  drug  merchandising* 

It  is  a straightforward  process,  building  a complete  plan  of  packaging, 
distributing,  selling  and  advertising*  Only  when  the  whole  framework  of 
the  plan  had  been  completed,  when  the  plan  was  ready  to  be  put  into 
operation,  did  the  unexpected  happen* 

What  did  happen  and  how  it  completely  revised  all  previous  thinking  and 
effort  on  the  promotion  of  Claranol  is  told  in  the  final  section  of  this 
thesis*  The  problems  presented  and  the  way  in  which  these  difficulties 
are  met  is  a case  history  of  the  new  problems  confronting  all  manufactur- 
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ers  of  foods,  drugs,  cosmetics  and  devices  today.  To  the  student  of 
merchandising  and  marketing,  the  case  should  be  interesting  because 
of  the  simplicity  of  operations  outlined.  But  to  an  even  wider  group, 
the  story  of  how  the  new  government  laws  and  regulations  affect  the 
food,  drug  and  cosmetic  industries  should  be  of  prime  interest.  This 
is  the  first  recorded  case  pointing  out  what  rules  have  been  set  up, 
what  new  standards  of  written  promotion  are  to  be  met  and  what  changes 
in  operation  must  be  made  by  a manufacturer  in  the  drug  industry. 
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THE  PRODUCTS 

Claranol  Ointment  was  first  offered  to  the  medical  profession  in  the 
year  1900.  Arthur  C.  Stewart,  a medical  student  fresh  from  the  battle- 
fields of  the  Spanish  American  War,  had  worked  on  a formula  calculated 
to  assist  the  corps  of  Army  doctors  in  their  treatment  of  irritating 
skin  conditions,  so  prevalent  at  the  time.  Working  on  suggestions 
from  his  friends  on  the  medical  staff,  Arthur  Stewart  produced  an  oint- 
ment containing  those  ingredients  which  appear  on  the  new  label  of  the 
Claranol  package.  The  formula  as  it  now  stands  contains  only  one  minor 
change,  that  of  using  Thymol  in  place  of  Phenol  (or  Carbolic  Acid)  for 
the  antiseptic  ingredient. 

Stewart  decided  to  manufacture  his  ointment  for  the  exclusive  use  of 
the  medical  profession.  Supplies  were  purchased  from  two  of  Boston*s 
leading  wholesale  drug  houses;  Stewart  himself  was  the  man  who  called 
on  the  profession,  explained  the  uses  of  the  ointment,  and  left  his  sam- 
ples for  the  doctors  to  try.  About  1902,  at  the  suggestion  of  the  doctors 
on  whom  he  called,  he  began  reenufacturing  a Soap  which  contained  a certain 
percentage  of  the  Claranol  Ointment,  to  be  used  in  conjunction  with  the 
ointment  treatment. 

Stewart,  although  limited  in  his  claims  for  the  product  by  the  fact  that 
he  sold  only  "ethically*  - i.  e.  without  advertising  to  the  public  - was 
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a great  believer  in  sales  promotion  methods* 

In  his  pamphlets  directed  to  the  medical  practitioner,  Stewart  reviews 
the  case  for  ointments,  quotes  from  doctors*  reports  on  actual  cases, 
and  builds  his  case  for  the  product*  Ke  used  in  one  booklet,  a series 
of  photographs,  with  himself  as  model  - to  substantiate  his  claims  that 
the  ointment  did  contain  certain  of  the  important  ingredients,  Tou  may- 
feel  that  this  simple  1,  2,  5 order  of  pictures  harks  back  to  the  stone 
age,  but  notice  its  striking  similarity  to  the  advertising  technique 
employed  by  those  pseudo-comic  strips  - where  "Dolly  Anne"  progresses 
from  picture  #1  to  #8  to  get  her  man*  (See  Page  12A) 

Stewart,  it  is  estimated,  probably  did  a gross  business  of  from  $7,000 
to  $14,000  per  year  from  sales  of  the  two  Claranol  products*  This  is  a 
sizeable  one  man  business,  especially  from  1912  to  1924  - when  dollars 
bought  more  than  they  do  now.  Promotion  expenses  were  principally  for 
travel,  printed  pamphlets,  blotters  and  booklets,  which  were  distributed 
by  mail  and  in  person* 

The  ethical  principle  of  selling  only  to  the  medical  profession  offered 
Stewart  definite  advantages,  as  against  entering  the  general  consumer 
field.  It  eliminated  the  direct  competition  of  substituting  another  pre- 
paration for  Claranol,  It  enabled  doctors  to  write  prescriptions  for  this 
prepared  ointment,  which  the  patient  believed  to  be  the  doctor*s  own  remedy* 
The  druggist  merely  removed  the  manufacturer^  label  and  replaced  it  with 
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the  hand-written  prescription  written  by  the  physician.  To  facilitate 
this  practice,  Claranol  was  put  up  in  the  standard  white  opaque  glass 
containers  so  long  associated  with  the  drug  prescription  department. 
Heturally,  the  product  commanded  a prescription  fee,  with  this  extra 
mark-up  going  to  the  doctor  and  druggist. 

Under  this  promotion  arrangement,  Stewart  did  not  have  to  raise  funds 
to  pay  for  consumer  advertising;  the  ethical  status  of  the  product  pre- 
cluded such  activity. 

The  only  way  in  which  the  name  Claranol  became  known  was  where  the 
druggist  himself  might  recommend  it  for  skin  treatment.  In  some  cases, 
druggists  told  their  regular  patrons  that  the  prescription  could  be 
bought  from  regular  stock,  under  its  own  name.  Over  a period  of  thirty 
odd  years,  Claranol  built  up  a list  of  steady  customers,  who  came  to  rely 
on  it  for  year-round  relief,  either  for  serious  or  minor  skin  ailments. 

Skin  conditions  are  usually  persistent;  it  takes  constant  care  to  keep  them 
under  control.  Therefore,  once  a person  tried  the  preparation  and  experi- 
enced a marked  degree  of  satisfaction,  he  or  she  is  very  liable  to  use  it 
again  under  similar  conditions,  or  at  least  to  recommend  it  to  friends  look- 
ing for  such  a compound.  But  sole  dependence  on  doctors*  prescriptions 
for  the  entire  sale  of  Claranol  has  its  distinct  drawbacks. 

It  is  very  difficult  to  obtain  recognition  for  one* a product  under  the 
handicap  of  nonentity. 
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As  an  application  to  microbic  dis- 
eases of  the  nasal  mucus  membrane 
associated  with  coryza  and  catarrhal 
inflammation  (hay  asthma,  hay  fev- 
er) or  in  simple  lesions  of  this  mem- 
brane as  furuncle  and  abrasions, 
Claranol  has  found  favor  in  the 
hands  of  many  practitioners.  Grati- 
fying result  s have  also  been  attained 
by  its  use  in  squamous  eczema  of 
the  external  auditory  meatus. 

IJNGUENTUM  CLARANOL  (Sfwart) 

SAPONIS  CLARANOL  ( Sfwart ) 
Anti-septic,  Anti-phlogistic,  Anti-pruritic. 

Note— Back  numbers  of 

Stewart’s  Dermatological  Clinics 

assembled  in  book  form,  printed  on  heavy  paper, 
or  single  copies  as  issued,  sent  gratis  to  any  physi- 
cian on  request. 

Samples  and  literature  to  physi- 
cians exclusively. 
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Supplementary  to  Stewart's  Dermatologies 


Was. 


A.  Collins  Stewart  Co., 

go  Canal  Street,  Boston 


Making  application  of  CLARANOL  (which  has  previously  been 
heated  in  a water  bath)  to  the  nasal  mu^us  membrane  in  a well 
defined  case  of  furuncle.  . . , 

• (mucous) 


BLOTTER  (above)  and  LABORATORY  REPORT  (below) 
as  typical  direct-mall  literature  sent  to 
physicians 1S02  to  1924. 


— 


LABORATORY  REPORT 


Tins  is  to  certify  that  I,  J.  FRED  HINCKLEY,  a 'graduate  of  the 
Massachusetts  Institute  of  Technology,  and  residing  in  the  City  of  New 
York  (Borough  of  Brooklyn),  have  made  Chemical  Analysis  of  sealed 
samples,  taken  from  stock,  of  a preparation  known  as  Ung’t  Claranol, 
prepared  by  the  A.  COLLINS  STEWART  CO.,  of  Boston,  Mass. 

My  results  show  NO  Cocaine,  Cannabis  Indica,  Chloral  Hydrate, 
Opium,  Acetanilid  or  Phenacetin  present 

In  affirmation  of  my  findings,  I hereto  set  my  hand  and  seal. 
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Most  of  the  doctors  who  originally  wrote  prescriptions  for  it  are  now 
either  dead  - or  are  out  of  active  practice.  Other  products  which  are 
widely  advertised  have  cut  into  the  sales  of  Claranol,  competition  is 
stronger,  and  the  number  of  new  users  of  the  product  during  the  past 
ten  years  is  quite  small, 

Claranol  Soap,  which  enjoyed  a good  sale  up  to  about  1921,  fell  off  to 
the  point  where  it  was  supplied  only  on  special  order.  It  did  not  move 
as  fast  as  the  ointment;  its  price  of  55£  per  cake  was  above  the  cost 
of  other  medicated  soaps  on  the  market. 

On  Pagel2Ais  a photostatic  reproduction  of  several  illustrations  used 
by  Stewart  in  his  periodical,  "Stewart* a Dermatological  Clinic",  a pam- 
phlet directed  to  the  medical  profession  in  1906,  These  progressive 
pictures  show  Stewart  conducting  laboratory  tests,  and  are  intended  for 
visual  proof  that  Claranol  Ointment  does  include  certain  ingredients. 

On  Page  7A  are  reproduced  two  direct  mail  pieces  mounted  on  blotters. 

On©  Illustrates  a specific  use  of  Claranol  Ointment,  the  other  is  a fac- 
simile of  a laboratory  report  vouching  for  the  formula,  and  attested  by 
a notary  of  public. 

The  section  from  pages  9 to  25  is  a transcript  of  the  two  pamphlets 
written  by  Stewart  covering  directions  for  use  of  Claranol  Ointment  and 
Soap,  Keep  in  mind  that  this  literature  went  only  to  physicians,  never 
to  patients.  Also,  notice  how  wide  a variety  of  skin  conditions  are  in- 
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eluded  in  the  pamphlet.  Under  the  new  Copeland  Act  amending  the  1906 
Pure  food  and  Drug  Act,  it  is  no  longer  possible  to  mention  the  majority 
of  these  afflictions  in  connection  with  specific  recommendations  for  the 
use  of  a skin  treatment  product.  Consequently,  a perusal  of  these  pages 
is  important  for  the  purpose  of  comparing  what  representations  Stewart 
made,  as  against  the  restricted  claims  allowed  to  manufacturers  under  the 
new  Copeland  Act.  For  these  comparisons,  refer  to  the  first  and  second 
revisions  of  the  pamphlet,  reproduced  respectively  on  pages 

For  the  sale  of  Claranol  Ointment  to  continue  as  it  has,  without  any  pro- 
motion since  1925,  speaks  well  for  its  users*  loyalty,  and  their  apprecia- 
tion of  its  virtues.  But  in  1954,  Stewart  died,  and  a new  proprietor 
bought  the  two  products,  trademarks,  goodwill  and  carried  on  the  business 
of  filling  orders  as  they  came  in. 

In  1938,  a group  was  formed  to  take  over  the  work  of  promoting  the  sales 
of  Claranol,  to  decide  how  it  could  best  be  promoted,  what  improvements 
might  be  necessary  in  the  product  and  package.  A general  manager  was 
appointed,  a small  amount  of  capital  obtained,  and  plans  for  product  pro- 
motion drawn  up. 
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(Pamphlet  prepared  by  A.  Collins  Stewart,  addressed  to  physicians,  on  the 
subject  of  dermal  medication  through  using  Claranol  Ointment  and  C la ra- 
nd Soap.)  See  photostatic  reproduction  on  Page  1EA  of  typical  illustra- 
tions referred  to  throughout  Stewart’s  pamphlet  below. 

OTfotsacaat  EataPtekijig  Piaaic.jaaa 

Supplementary  to  Stewaxt’A  _Deimtolo.gical  Clinic  Iwith  ,Qho.tagraohic 

lUuafrretiona) 

"In  making  the  assertion  to  the  medical  profession  that  Saponis  Claranol 
(Stewart)  does  actually  contain  incorporated  within  its  base  medicinal 
properties  as  set  forth  and  proved  in  the  following  chemical  analyses,  we 
feel  justified  because  we  know  we  can  prove  their  presence  to  the  satis- 
faction of  him  who  will  follow  the  reactions  and  note  the  final  results 
obtained  on  these  pages.  Many  practitioners  have  found  in  Unguentum 
Claranol  valuable  antiseptic,  anti-phlogistic,  anti-pruritic,  detergent 
properties,  combined  in  an  ointment  which  they  have  learned  to  depend  upon 
in  routine  work.  We  are  pleased  to  acquaint  them  with  the  fact  that  in 
this  product,  Saponis  Claranol  (Stewart),  will  be  found  all  the  active 
chemical  principals  incorporated  in  that  ointment  together  with  such  addi- 
tional formulae  which  have  been  found  clinically  a necessity  to  meet  dermal 
lesions  to  which  soaps  are  particularly  adapted.  It  will  be  patent  to  the 
reader  that  the  chemical  experiments  and  results  obtained  are,  though  deal- 
ing with  technical  chemical  research,  so  simplified  that  they  may  be 
verified  by  any  physician  possessing  even  limited  laboratory  facilities, 
and  too  the  busy  practitioner  who  has  no  time  to  look  into  technicalities 
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along  chemical  lines  may  (because  of  this  unique  arrangement)  become 
familiar  with  the  questions  raised  by  simply  making  his  deductions 
from  final  results  tabulated • 

"With  reference  to  the  method  of  photographing  chemical  analyses  as  por- 
trayed in  this  publication,  we  take  this  opportunity  of  recording  the 
fact  that  we  are  unable  to  find  predecessors  in  this  method  of  setting 
forth  each  step  in  a chemical  analysis,  therety  proving  an  assertion  of 
medicinal  ingredients  contained  in  a specific  therapeutical  product* 
Although  we  give  the  tests  for  only  three  specific  chemical  properties 
as  found  in  Saponis  Claranol,  i.  e..  Zinc  Oxide,  Salicylic  Acid,  Thymol, 
yet  we  do  not  wish  the  reader  to  draw  the  conclusion  that  these  comprise 
all  the  medicinal  properties  which  are  incorporated  in  this  soap* 

mAs  a matter  of  fact,  it  possesses  many  more,  some  of  which  act  a most 
important  part  chemically  and  therapeutically*  It  will  be  our  purpose 
to  treat  them  in  some  future  publication  from  both  classifications* 

"It  seems  hardly  necessary  to  speak  of  the  ethical  standing  of  this  or  any 
other  of  our  laboratory  products,  not  would  we  if  we  felt  the  final  des- 
tination of  this  publication  would  be  with  one  who  had  used  our  products 
in  the  past  and  knew  the  standing  of  the  house  from  which  they  emanated, 
bat  we  wish  to  assure  the  professional  man  who  has  not  become  acquainted 
with  us  or  our  products,  that  every  out-put  bearing  our  signature  is 
ethical  and  made  of  standardized  chemicals  with  a care  to  aseptic  condi- 
tions in  manufacture* 


"Moreover,  we  are  pleased  to  give  our  formulae,  as  a frank,  open  statement* 
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"Since  our  incorporation  and  establishment  years  have  elapsed  and  we  are 
constantly  improving  our  facilities  as  time  suggests  them,  with  the  re- 
sult that  we  are  giving  even  better  products  to  the  profession  than  at 
any  previous  time# 

"la  this  connection  we  wish  to  assure  the  physician  who  prescribes  our 
preparations  that  he  will  never  see  our  manufactured  products  displayed 
by  the  druggists  or  sold  by  other  than  the  legitimate  drug  trade.  Our 
products  are  obtainable  by  prescription  and  we  propose  to  continue  that 
policy. 


Price 

"We  are  aware  that  price  to  many  patients  means  much.  We  have,  therefore 
affixed  a price  to  the  products  of  our  laboratories  that  cannot  be  con- 
sidered prohibitory  to  your  poorest  patient. 

"Saponis  Claranol  and  Dhg*t.  Claranol  (Stewart)  are  generally  known  to 
druggists  throughout  this  country  who  are  supplied  by  the  wholesale  drug 
houses  of  Boston,  Mass.  Should  you  be  unable  to  procure  them  through 
your  local  druggist,  address 

A.  COLLINS  STEWART  C0#,  Boston,  Mass. 

Determining  Presence  of  Zinc  Oxide  in  Saponis  Claranol  (Stewart) 

"Take  4 ounces  or  one  cake  of  Saponis  Claranol  (Stewart).  This  is  the 
first  step  looking  toward  the  final  analysis  in  determining  the  presence 
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ORIGINAL  PAMPHLET  ILLUSTRATIONS. 


Laboratory  pictures 
to  show  presence  of 
ingredients. 


(3)  NOTE.  Purple  color. 

/ lain  suit.  THYMOL  PRESENT. 


'Note  1,2, 3, 4 sequence  Of 
pictures  similar  to  tech- 
nique of  modern  advertis- 
ing campaigns. 
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of  Zinc  Oxide  (Zn.  0#)*  It  is  well  that  the  chemist  should  note  every 
minute  detail  in  an  analysis  as  the  process  step  by  step  nears  the  de- 
sired findings  and  therefore  we  ask  you  to  note  the  admonition  to  take 
*4  oz.  or  one  cake"  which  caution  emphasizes  the  fact  that  Saponis 
Claranol  (Stewart)  is  found  in  4 oz«  cakes  and  by  observing  the  decided 
downward  position  of  the  scale-beam  (illus.  page  4)$  no  doubt  can  be 
left  as  to  the  full  weight  of  the  object  weighed. 

"How  place  the  soap  in  a receptacle  of  convenient  size  — a white  dish  of 
porcelain  is  used  by  the  chemist  in  the  illustration  (No.  2)  and  he  is 
wise  in  selecting  such,  because  it  will  stand  excessive  heat,  which  he 
knows  to  be  the  next  step  in  the  experiment.  The  addition  of  200  C.  C. 

(Cubic  Centimeters)  of  water  drawn  from  the  burette,  as  the  amount  must 
be  accurate,  is  now  made,  and  after  placing  the  dish  with  its  contents  on 
a ring-rack  so  adjusted  that  the  flame  point  just  touches  its  base,  you 
are  in  a position  to  contemplate  the  half-tone  dealing  with  the  third  step 
in  the  experiment  or  that  of  boiling  the  soap.  When  the  soap  is  fully 
broken  up  and  dissolved  by  the  action  of  boiling,  a powerful  coagulative 
chemical  must  be  added,  one  that  tends  to  bring  to  a solidification  the 
fatty  acids  which  are  excessive  in  most  saponifi cations,  especially  so  in 
cheaper  grades  of  soap  but  nevertheless,  an  essential  in  minimum  quantities 
to  perfect  saponification. 

"So  concentrated  hydrocloric  acid  is  selected  for  this  purpose  and  the  amount 
decided  upon  after  careful  computation  is  5 C.  C.  which  step  i3  well  illus- 
trated (illus.  4,  page  6)*  Immediately  upon  the  addition  of  the  concentrated 
acid  great  activity  is  observed,  i.  e.  strong  agitation  in  the  form  of  boil- 


*See  Page  12A  for  typical  illustration 
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ing,  sometimes  so  excessive  that  the  contents  of  the  dish  is  lost  by  boil- 
ing over*  This  is  due  to  the  great  affinity  of  the  acid  for  the  fat  mole- 
cule, After  this  activity  subsides  it  should  be  brought  to  a boil  and  then 
placed  in  a cold  water  bath  and  allowed  to  cool, 

"It  will  be  noted  upon  inspection  after  it  becomes  perfectly  cool  that  a 
decided  change  has  taken  place  in  the  contents,  i.  e.,  an  almost  perfect 
solidifying  of  a portion  of  the  dissolved  soap  has  occurred  and  a delicate 
olive  tinted  liquid  left  as  a residue  in  the  bottom  of  the  dish, 

"Next  in  succession  comes  the  process  of  filtering,  which  may  best  be 
accomplished  as  shown  (illus.  "5  Filter*)*  This  filtration  completely 
separates  the  solids  or  fatty  acids  from  the  liquid  portion  already  alluded 
to  and  it  is  this  liquid  which  holds  in  suspension  the  medicinal  properties 
which  should  prove  of  interest  to  the  physician  who  recognizes  in  them 
valuable  therapeutic  agencies.  It  is  therefore  this  filtrate  which  we 
shall  consider  to  the  complete  exclusion  and  disposal  of  the  small  amount 
of  fatty  acids  gotten  by  filtration  and  well  shown  on  the  filter  paper 
(illus.  S,  page  7)*under  wording  "Note  small  amount  of  fatty  acids  obtained 
by  filtering," 

"To  a portion,  then,  of  this  filtrate  (the  amount  to  be  taken  differing  with 
the  quantity  obtained  from  the  preceding  process,  (a  few  drops  of  ammonium 
sulphide  should  be  added  in  the  manner  shown  (illus,  7,  p,  7),* 

"Upon  the  introduction  into  the  test-tube  containing  the  filtrate  and 
ammonium  sulphide,  no  particular  chemical  action  will  be  detected  but  upon 
boiling  (illus,  8,  page  8)*  a gradual  flocculency  will  appear  which  present- 

*See  Page  12A  for  typical  illustration. 
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ly  falls  to  the  bottom  of  the  tube  in  the  form  of  a precipitate  as  perfect- 
ly formed  white  granules  and  well  brought  out  in  the  precipitate  glass 
shown  (illus.  9,  page  8)  under  the  head-lines  "Note  ppt*  Final  result  Zn* 

S.  Present."  Zn  Clg  ♦ 2K  0 B*  Zn  (0  H)g  *2S  Cl  or  Za  Cl^  ♦ S *2  • 

(NH4)  Cl  4"  Zn  S. 

"Note:  The  test  for  soluble  Zinc  Salts  are  ammonium  sulphide  which  throws 

down  a white  sulphide  (the  only  white  sulphide  met  with)  (Biddle)* 

"We  have  made  the  statement  that  salicylic  acid  exists  in  this  product  and 
our  next  step  will  be  to  establish  proofs  to  that  end,  and  the  preliminary 
move  should  be  to  "take  portion  of  filtrate"  (illus*  1,  page  9)* in  a test 
tube  of  large  size,  then  "add  one-half  vol.  Sulphuric  Ether*  (illus.  2, 
page  9).*  After  this  is  accomplished  a cork  should  be  inserted  into  the 
mouth  of  the  test  tube  and  the  contents  forcibly  shaken  until  it  is  evident 
that  a complete  mixture  of  filtrate  and  ether  has  occurred;  this  achieved, 
we  are  prepared  to  note  the  next  step  (illus.  3,  page  10)*with  the  words 
"Bun  off  into  white  dish  and  evaporate  at  room  temperature."  Further  com- 
ment is  hardly  necessary  in  explaining  this  step  excepting  that  the  caution 
to  "evaporate  at  room  temperature"  be  strictly  complied  with  because 
Sulphuric  Ether  is  a highly  inflammable  compound  and  consequently  should 
not  be  heated  over  a flame.  When  this  extract  is  seen  to  have  nearly 
evaporated  place  in  a hot  water  bath  which  will  hasten  the  process.  Whan 
completed  the  contents  of  the  dish  will  appear  as  a white  crystaline  coating 
on  the  surface*  Place  these  crystals  in  a test  tube  and  note  "To  residue 
add  Dil.  Sol.  Ferric  Chi.  (illus.  4,  page  10) •*  Instantly  will  be  observed 
the  deep  purple  color  characteristic  of  this  test,  (illus.  5,  page  11)*  "Note 

purple  color,  final  result  salicylic  acid  present* 

*See  Page  12A  for  typical  illustration. 
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"The  tests  for  Thymol  must  be  concluded  along  careful  lines  as  it  is  very- 
difficult  to  determine,  especially  so  after  having  passed  through 
metamorphosol  changes.  By  adding  to  the  filtrate  of  the  soap  in  question 
a warm  solution  of  potassium  hydroxide  as  shown  (illus.  1,  pg.  ll)*and  to 
this,  adding  a few  drops  of  Chloroform  (illus.  2 , p.  12)*a  purple  color 
ranging  in  depth  according  to  the  amount  of  thymol  present  will  appear# 
This  final  result  is  well  illustrated  (illus.  5,  p.  12) •* 

Bfay  Another  Medicinal  So^a? 

"This  question  you  will  probably  ask  yourself  when  you  receive  this  brief 
resume  of  Saponis  Claranol  (Stewart)# 

"The  raison  d’etre  of  its  existence  is  explained  when  it  is  known  to  be  the 
result  of  an  acknowledged  want# 

"The  many  physicians  who  are  daily  prescribing  Unguentum  Claranol  asked  for 
it# 

"Experimentation  with  the  ingredients  of  Unguentum  Claranol  incorporated 
with  a soap  base,  demonstrated  that  these  medicinal  constituents  lose 
none  of  their  curative  properties  by  being  incorporated  with  a saponaceous 
base# 

"The  great  majority  of  medicinal  soaps  have  a "superfatted  base."  Examina- 
tion of  a sample  of  Saponsis  Claranol  frill  show  it  not  to  possess  such  a 
base.  Experience  had  taught  us  that  the  claims  made  by  Uhna  and  his  fol- 
lowers for  the  universal  medicated  soap  bases,  sapo  superadiposa  and  sapo 
*See  Page  12A  for  typical  illustration. 
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unquenosus,  ware  unwarranted  from  the  results  accruing  from  their  use  in 
the  manufacture  of  medicated  soaps.  So  our  researches  have  been  along 
the  lines  of  a medicated  soap  without  a superfatted  base,  and  the  continued 
increase  in  the  demand  and  use  for  our  product  from  the  prescriptions 
written  by  physicians  skilled  in  matters  dermatological  proves  that  we  were 
correct  in  our  deductions. 

"Superfatted  soaps  do  not  have  the  advantages  claimed  for  them,  for  example, 
the  neutralization  of  alkali  (one  of  the  strongest  arguments  made  for  a 
superfatted  base)  can  only  be  accomplished  while  the  soap  is  boiling  at  a 
high  temperature. 

"in  the  treatment  of  pathological  dermal  conditions  good  results  are  ob- 
tained from  the  use  of  ointments,  — but  strange  as  it  may  seem,  there  are 
men  in  the  profession  who  fail  to  instruct  their  patients  in  the  technique 
of  applying  ointments;  and  in  consequence  how  often  we  see  skin  lesions 
covered  with  hardened  crusts  composed  of  dried  ointment  and  serum  mixed 
with  cotton  fibre  upon  which  the  ointment  had  been  smeared. 

"in  order  to  expedite  the  removal  of  this  debris  ordinary  toilet  soap  and 
water  is  used;  the  former  being  usually  strongly  alkaline  acts  as  a direct 
irritant  to  a lesion  which,  perhaps,  is  passive  or  disappearing. 

"Years  ago  Uhna  pointed  out  the  advantages  of  the  soap  method  of  dermal 
medication.  By  its  U3e,  in  connection  with  a good  ointment,  the  diseased 
parts  are  kept  constantly  under  the  "medicated  ban." 


"The  identical  medicinal  substances  entering  into  the  formula  of  flhguentum 
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Claranol  are  incorporated  in  Saponis  Claranol,  and  being  applied  to  the 
skin  in  the  form  of  a lather,  insure  a state  of  solubility,  which  favors 
its  absorption.  Absorption  is  likewise  favored  by  the  opening  and 
cleansing  of  the  parts  by  the  use  of  a good  lather  and  water. 

"Saponsis  Claranol  is  indicated  wherever  ablution  in  pathological  dermal 
condition  is  desired.  Laying  aside  its  use  in  this  connection,  its 
curative  use  per  se  is  of  the  moment.  For  example,  in  all  forms  of  Acne, 
in  the  treatment  of  Comedo,  the  face  can  be  washed  with  a lather  of 
Saponis  Claranol,  and  the  curative  influence  of  such  a practice  noted. 

"As  a prophylactic  measure  it  vitiates  the  tendency  to  eruptive  conditions. 
In  Seborrhoea  a shampoo  with  Saponis  Claranol  keeps  the  scalp  clear. 

"in  Bromidrosis  this  medicated  soap  inhibits  the  activity  of  the  sweat 
glands  and  corrects  the  offensive  odor  due  to  sweating  and  the  decomposi- 
tion of  the  macerated  epidermis. 

"The  anti-pruritic  action  of  Saponis  Claranol  (Stewart)  cannot  be  too 
strongly  asserted,  whether  it  be  a case  of  local  or  general  pruritis  as  in 
herpes  zoster,  herpes  progenitalis,  pruritis  ani  or  vulvae,  its  action 
will  be  immediate  and  grateful." 
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(Pamphlet  prepared  by  A*  Collins  Stewart,  addressed  to  physicians,  showing 
conditions  for  which  "Claranol"  Ointment  was  considered  effective  treatment*) 

Cutaneous  Inflammations  (Traumatic  and  Idiopathic) 

Clinical  Data. 


Cutaneous  Inflammations 
(Traumatic  and  Idiopathic) 

"Generally  speaking,  cutaneous  inflammations  are  the  most  obstinate  ail- 
ments with  which  physicians  have  to  deal,  and  it  is,  therefore,  a matter 
of  interest  to  the  Medical  profession  when  a preparation  of  the  ethical 
nature  of  Unguentum  Claranol  is  offered  to  their  attention* 

"The  preparation  noted  in  this  very  brief  monograph  is  a remedy,  which, 
from  the  nature  of  its  components,  the  carefully  balanced  parts  thereof, 
and  the  conscientious  care  observed  in  its  preparation,  can  be  safely  and 
ethically  referred  to  as  a pharmaceutical  preparation  of  great  value. 

Unguentum  Claranol 

"As  its  name  implies,  Unguentum  Claranol  is  a delicate,  amber-colored, 
fatty  substance,  having  an  agreeable  odor*  It  possesses  a sterilized 
base  of  a constituency  that  will  allow  of  its  being  applied  to  the 
cutaneous  surface  without  pressure,  which  is  a primary  factor  when 
Hyperaphia  is  present* 

Formula 

"Acidum  Boricum,  Acidum  S&licylicum,  Oleum  Eucalypti,  Camphor,  Phenol, 
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Thymol,  These  are  combined  with  a carefully  prepared  base  of  Adeps 
Lannae  Ifydrosus,  Petrolatum  and  Zinc  Oxide. 

"The  manner  of  manipulating  the  several  ingredients  of  Claranol,  in  its 
manufacture,  is  the  special  feature  which  makes  the  ointment  of  sterling 
worth.  The  chemicals  comprising  the  base  are  fused  in  an  especially 
prepared  crucible  before  being  compounded  with  the  remaining  medicaments, 
and  it  is  this  stage  in  its  manufacture  which  renders  the  fat  molecule 
composing  Unguentum  Claranol  of  such  fine  sub-division.  Before  completion 
it  is  subjected  to  the  action  of  heated  steel  rollers  which  further  en- 
hances the  process  of  sub-division  and  thoroughly  disseminates  the  medica- 
tion. 

■The  most  rigid  antiseptic  precautions  are  observed  throughout  the  process, 
with  the  result  that  we  have  never  received,  from  any  source,  a report  of 
micro-organisms  following  its  application. 

Ethical 

"The  jars  containing  Uhguentum  Claranol  are  what  might  be  termed  Ethical 
in  appearance,  and  the  large  size,  which  is  intended  for  office  and  hospi- 
tal dispensing,  has  no  label  or  stamping  that  may  not  be  readily  removed. 

Medical  Properties 

"IJnguentum  Claranol  possesses  a tendency  to  produce  on  the  peripheral  nerve 
endings  a mild,  local  anesthetic  action,  and  a few  observers  have  reported 
that  it  seems  to  possess  an  anodyne  action.  This  is  probably  due  to  the 
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secondary  action  of  the  menthol* 

"The  ointment  is  readily  taken  up  hy  the  cutaneous  tissue,  especially  if 
the  parts  be  massaged,  and  it  penetrates  rapidly  toward  the  subcutaneous 
tissue.  It  is  markedly  a detergent. 

When  Indicated 

"Generally  speaking,  Unguentum  Cl&ranol  is  indicated  in  all  cutaneous 
inflammatory  processes,  both  Indiopathic  and  Traumatic.  More  specifically, 
Claranol  will  be  found  extremely  valuable  in  Chronic  Eczema,  Palmar 
Eczema,  Tetter,  Fissured  Tissue,  Hemorrhoids,  Herpes  Psoriasis,  Erysipelas, 
Erythema,  Pustular  Acne,  Tinea,  Boils,  Carbuncles,  Felons,  Fissure  in  Ano, 
Ulcers,  Pruritus  Ani,  Pruritus  Vulvae,  Irritation  from  Ivy  Oak  and  in  many 
other  diseases  and  conditions  where  the  skin  or  tissue  is  involved. 

How  Unguentum  Claranol  May  Be  Applied 

"The  most  advanced  scientific  methods  should  be  employed  in  preparing  de- 
nuded parts  to  which  an  application  of  Claranol  is  to  be  made. 

"Mild  or  saturated  solutions  of  Boracic  Acid  is  a standard  antiseptic,  and 
may  be  used  freely,  or,  if  the  occasion  demand,  simply  wash  the  parts  with 
a non-irritating  soap  and  warm  water,  drying  with  gauze  or  pledgets  of 
cotton. 

"In  some  cases  of  eczema  the  indications  may  demand  a more  constant  appli- 
cation than  can  be  acquired  by  simply  anointing  the  parts,  in  which  case 
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the  ointment  may  be  spread  on  absorbent  cotton  or  medicated  gauze. 

Ulcers 

Varicose.  (Indolent  and  Chronic) 

"Unguentum  Claranoi  is  considered  ty  many  to  be  a specific  for  this 
troublesome,  and  ofttimes  tedious,  class  of  lesions.  It  removes  the  gray, 
tenacious,  dead,  cellular  tissue  and  starts  healthy  granulation  in  a sur- 
prisingly short  time. 

"When  treating  Varicose,  first  cleanse  with  peroxide  of  hydrogen,  end  then 
make  application  of  Claranoi,  covering  all  indurations  surrounding  the 
ulcer. 


Abcesses 

"By  the  use  of  Unguentum  Claranoi,  abcesses,  either  superficial  or  deep 
seated,  are  greatly  aided  toward  cicatrization.  The  primary  action  of  the 
ointment  when  employed  for  these  lesions,  is  to  render  the  parts  Aseptic, 
and  secondarily,  it  stimulates  healthy  granulations  and  tends  toward  chang- 
ing an  unhealthy  inflammatory  process  for  a healthy  one. 

"General  indications  for  frequent  applications  of  poultices  should  also  be 
observed. 


Hemorrhoids  and  Fissure  in  Ano 

"Unguentum  Claranoi  will  afford  prompt  relief  when  properly  applied  to 
hemorrhoids  that  may  be  reached  by  local  treatment.  The  parts  should  first 
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be  bathed  with  warm  water  end  Green  Soap. 

“Fissure  in  Ano.  After  observing  general  antiseptic  precautions,  as  already- 
prescribed,  pack  the  fissure  with  iodoform  gauze  smeared  with  Unguentum 
Claranol.  If  the  fissure  be  too  superficial  to  allow  of  such  procedure, 
simply  make  application  of  the  ointment. 

Erysipelas 

"It  is  generally  recognized  that  the  most  rigid  antiseptic  precautions  are 
paramount  in  the  local  treatment  of  this  disease.  Unguentum  Claranol  is 
a detergent  and  will  render  erysipelatous  patches  less  painful. 

"A  constitutional  treatment,  usually  with  one  of  the  preparations  of  iron, 
should  be  pursued. 

Tonsillitis  and  Parotitis 

"Pain  of  the  tonsil  and  parotid  glands,  and  surrounding  tissues,  is 
symptomatic  of  these  conditions.  An  external  application  of  Unguentum 
Clarsnol  will  render  the  parts  less  painful,  and  the  action  of  the  oint- 
ment will  be  greatly  aided  by  placing  poultices  over  the  anointed  parts. 

Articular  Rheumatism 

"As  a superficial  application  for  rheumatic  and  rheumatoid  lesions  attack- 
ing the  joints,  menthol,  prepared  in  varying  strengths,  has  been  the  drug 
parexcellence  ever  since  its  advent. 

"Menthol  is  a component  of  Unguentum  Claranol,  and  its  beneficial  action 
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is  greatly  enhanced  by  its  being  combined  with  wool  fat.  This  gives  a 
penetrating  tendency  that  the  menthol  does  not,  of  itself,  possess. 

"Unguentum  Claranol  is,  therefore,  indicated  in  these  conditions,  and 
after  making  application,  it  is  essential  to  cover  the  treated  surface 
with  sufficient  cotton,  in  layers,  to  exclude  the  air. 

Skin  Diseases 

"The  most  potent  indications  for  Unguentum  Claranol  are  skin  diseases, 
especially  those  varieties  accompanied  with  erythema. 

"Within  the  scope  of  this  article  it  is  impossible  to  treat,  individually, 
of  all  the  indications  for  Unguentum  Claranol,  but  results  of  so  laudable 
and  varying  nature  have  been  brought  to  our  notice,  since  the  introduc- 
tion of  Unguentum  Claranol,  that  we  consider  it  indicated  in  exanthematous 
and  skin  erosions  generally. 

Eczema 

"Looking  upon  eczema  in  the  light  of  our  most  eminent  observers  of  the  day, 
we  find  that  it  may  be  defined  as  a catarrhal  inflammation  of  the  skin;  a 
dermatitis  accompanied  with  more  or  less  serous  exudation. 

"The  mild,  sedative  action  of  Unguentum  Claranol,  is  extremely  refreshing 
to  the  patient,  and  proves  itself  a most  valuable  agent  in  restoring 
eczematous  patches  to  a normal  condition. 


Acne 
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"In  the  pustule,  variety  the  application  of  Unguentum  Claranol  is  indi- 
cated during  any  stage,  but  especially  after  the  more  active  inflam- 
mation has  subsided  and  the  pustule  passed  to  the  stage  of  resolution. 

"It  is  advisable  to  sop  the  parts  frequently  with  hot  water,  after  which 
an  atomizer  spray  of  a dilute  solution  of  peroxide  of  hydrogen  may  be 
used  to  good  advantage.  This  greatly  aids  the  action  of  Unguentum 
Claranol  when  employed  in  cases  of  acne. 

Tinea,  Favosa 

"Ringworm  is  often  of  so  persistent  a nature  that  the  constitutional 
health  is  more  or  less  impaired.  It  is  therefore  essential  to  treat 
the  condition  with  constant  medication. 

"This  may  be  effected  by  binding  over  the  affected  area,  a pledget  of 
cotton,  previously  smeared  with  Unguentum  Claranol. 

Pruritus  Ani  and  Vulvae 

"The  etiology  is,  without  doubt,  in  the  majority  of  cases,  nervous. 
Consequently  constitutional  treatment  is  necessary,  but  the  local 
manifestation  is  always  a source  of  great  discomfort  to  the  patient. 

"This  may  be  instantly  relieved  by  soaking  the  parts  with  hot  water 
and  afterward  making  application  of  Unguentum  Claranol. 

Carbuncles,  Felons,  Whitlow 

"Before  poulticing,  spread  a layer  of  the  ointment  over  the  affected 
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part.  It  will  prove  most  agreeable,  and  the  excessive  inflammatory 
process  and  feeling  of  tension  and  pressure,  which  invariably 
accompanies  these  inflammations,  will  be  greatly  mitigated. 

"Superficial  inflammations  caused  by  the  bites  of  mosquitoes,  brown 
moths,  etc.,  are  indications  for  the  use  of  this  ointment.  The  re- 
action of  the  ointment  being  alkaline,  tends  toward  neutralizing  the 
injected  virus." 
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MERCHANDISING  PROGRAM  — Introduction 

The  major  problems  to  be  considered  before  any  definite  plan  of  merchan- 
dising could  be  set  up  was  whether  or  not  "CLARANOL"  would,  as  in  the 
past,  continue  to  be  sold  as  an  "ethical"  product.  The  management  group 
considered  particularly  the  cases  of  products  which  were  originally  in- 
troduced to  the  medical  profession,  but  which  "graduated"  into  the 
consumer  field  as  soon  as  they  had  become  firmly  established  with  the 
medical  profession.  In  a sense,  "CLARANOL"  could  be  considered  to  have 
gone  through  the  professional  introduction  stage,  but  was  it  wise  to 
burn  our  bridges  by  leaving  the  ethical  field  to  go  after  consumers 
direct?  Many  drug  houses  concentrate  on  preparing  standard  drugs  for  the 
use  of  physicians  in  filling  prescriptions;  they  also  are  continually 
experimenting  with  new  drugs,  as  for  instance,  the  recent  trend  toward 
providing  vitamins  in  easily  assimilated  forms.  Among  this  type  of  manu- 
facturing druggist  are  such  houses  as  Lilly,  Merck,  Upjohn,  Lederle 
Laboratories,  Abbot  Laboratories  and  quite  a few  others.  However,  these 
firms  manufacture  several  different  drug  items,  in  addition  to  the  one  or 
two  "leader®  preparations  for  which  they  are  best  known.  They  must,  after 
having  produced  saleable  preparations,  be  prepared  to  spend  a considerable 
amount  of  money  in  both  advertising  to  physicians  (through  house  organ, 
direct  mail,  trade  magazines)  and  in  "detailing",  "Detailing"  physicians 
means  calling  on  doctors  at  their  offices  to  show  them  the  company* s line 
of  products,  the  leaving  of  samples  - which  the  doctor  is  urged  to  try  on 
his  patients  - and  trying  to  get  each  physician  to  prescribe  the  particu- 
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lar  company* s preparations* 

True,  the  expense  of  consumer  advertising  is  much  larger  than  the  cost  of 
ethical  promotion*  There  is  no  limit  to  the  market  possibilities  for 
mouth  washes,  laxatives,  cough  medicines;  straight  consumer  advertising 
of  Claranol  products  would  probably  cause  the  medical  profession  to  turn 
against  such  a program* 

One  well-known  "ethical"  firm  brought  out  what  they  considered  would  be 
a "natural"  consumer  product  and  decided  to  advertise  extensively,  direct 
to  the  public*  The  net  result  was  that  at  once,  the  company  noticed  an 
alarming  drop  in  sales  on  all  their  prescription  products;  they  were 
literally  forced  to  choose  between  the  profession  and  the  public  for  their 
future  business. 

But  if  competition  is  keen  in  the  strictly  consumer  market,  it  is  equally 
so  in  the  ethical  field  today*  For  us  to  embark  on  a program  to  reach 
doctors,  relying  on  the  efficiency  of  our  "detail"  salesmen,  would  require 
a large  amount  of  money  and  tangible  results  would  be  at  best  a long  time 
in  the  making* 

Therefore,  our  final  question  was  "If  we  advertise  to  the  consumer  pub- 
lic, how  will  it  affect  our  present  business?"  What  we  now  have  is 
nearly  100/t  repeat  business*  Since  total  sales  are  small,  it  is 
probable  that  not  more  than  a thousand  people  account  for  this  volume. 

If  these  people  have  been  buying  "CLARAHOL"  again  and  again,  over  a 
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period  of  years,  it  seems  reasonable  to  suppose  that  they  will  be  much 
more  disturbed  by  a new  package,  than  by  the  mere  fact  that  "CLARANOL" 
is  now  advertised.  However,  the  possibilities  of  reaching  a new  group 
of  consumers  is  certainly  worth  the  chance  of  losing  part  of  our  regular 
but  small  number  of  steady  customers. 

Therefore,  after  considering  the  advantages  of  remaining  an  "ethical1* 
manufacturer  (as  outlined  under  the  section  dealing  with  Stewarts*  own 
promotion  of  the  product)  we  looked  for  compensating  advantages  which 
would  accrue  to  us,  provided  we  directed  our  efforts  entirely  to  the  public. 

■CLARANOL"  is,  for  all  practical  purposes,  unknown  to  the  general  pub- 
lic. To  introduce  it  in  the  keenly  competitive  field  of  the  retail 
drug  store  seen®  at  first  to  entail  prohibitive  costs.  But,  our  product 
is  proven  efficient  through  past  use,  we  have  a background  of  success 
with  doctors  since  1900,  and  the  real  question  is  "Can  we  3ell  the 
public  "CLARANOL"?".  The  advantages  of  shifting  our  efforts  to  the  pub- 
lic are:  First,  there  is  no  limit  to  how  far  we  can  extend  the  market 

for  "CLARANOL" * Second,  profits  to  us  depend  largely  on  the  amount  of 
merchandise  we  sell.  If  we  are  to  cut  production  costs  to  the  minimum, 
we  must  be  able  to  take  advantage  of  larger  scale  manufacturing  processes. 
Third,  once  we  establish  the  name  "CLARANOL"  as  a leader  in  the  skin 
ointment  and  medicated  soap  field,  we  will  not  have  to  depend  completely 
on  the  patronage  of  the  medical  profession,  which  is  constantly  changing 
in  its  preferences  for  individual  preparations  and  the  concerns  which 
make  these  products.  Fourth,  and  of  great  importance,  we  can  try  out  a 
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test  campaign  on  Claranol,  confine  it  to  a single  market,  and  get  an 
almost  immediate  answer  to  the  question  of  whether  the  two  products 
will  bear  promotion  and  produce  normal  profits* 

But  previous  to  making  our  decision  of  which  advantages  are  worthy  of 
the  first  consideration,  we  looked  for  a sound  guide  in  the  matter  of 
potential  profits  from  either  the  ethical  or  consumer  fields.  It  would 
seem  reasonable,  if  figures  were  available,  to  decide  in  favor  of  the 
market  which  is  growing  and  expanding*  If  the  other  market  is  showing 
a downward  trend  or  decline,  then  it  is  all  the  more  reason  why  we  should 
decide  in  favor  of  the  one  which  is  growing. 

For  our  source  we  went  to  the  only  authentic  guide  available,  namely, 
figures  from  the  United  States  Department  of  Commerce.  Starting  with 
an  original  Census  of  Business  taken  in  1929,  this  government  department 
found  immediate  interest  on  the  part  of  American  business  groups.  Here, 
for  the  first  time,  manufacturers  had  complied  with  requests  for  detailed 
information  about  their  own  methods  of  distribution,  production  and  re- 
sulting sales*  All  questionnaire  information  has  been  guaranteed  to  be 
kept  confidential,  but  from  the  use  of  individual  returns  in  compiling 
totals,  businesses  are  able  to  have  valuable  trade  information  for  their 
own  use. 

Consequently,  we  mads  use  of  this  Census  of  Business  information  to  find 
out  trends  in  the  drug  business,  especially  in  the  classification  of  drugs 
which  include  figures  on  ointments.  On  the  following  pages  are  excerpts 
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from  the  1935,  1935  and  1957  census  figures.  They  were  highly  important 
in  helping  us  make  our  decision  on  choice  of  markets  at  which  to  aim. 
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The  Drug  Industry  — Brflflfi  gtaUfiUfifi 

The  Bureau  of  the  Census  report,  (1)  dated  December  16,  1958  and  February 
3,  1959,  gives  comparative  manufacturing  statistics  on  the  drug  industry, 
with  relative  dollar  values  for  1933,  1935  and  1957. 


"filffmyrv  fnr  the  Industry*  1937r  19^5  &nfi  1933 
(Because  they  account  for  a negligible  portion  of  the  national  output, 
plants  with  annual  production  valued  at  less  than  $5,000  have  been  excluded 
since  1919) 

Percent  of 
increase  or 
decrease  (-) 


12£Z 

1955 

1255 

1935-  1935- 
1957  1931 . 

Number  of  estab- 
lishments   

1,013 

1,056 

996 

-4.1 

1.7 

Wage  earners  (av- 
erage for  the  year) 
1/ 

24,095 

22,128 

19,683 

8.9 

22.4 

Wages  £/••• 

$26,115,890 

$21,978,878 

$18,797,949 

18.8 

38.9 

Cost  of  materials, 
supplies,  containers, 
fuel,  and  purchased 
electric  energy  • • • 

$98,821,718 

$83,444,677 

$70,593,520 

18.4 

40.0 

Value  of  products  %J  $345,918,343 

$291,733,473 

$257,012,695 

18.6 

34.6 

Value  added  by  manu- 
facture   

$247,096,625 

$208,288,796  $186,419,175 

18.6 

32.5 

Hoiefi  .on  Table, 

"1/  Mot  including  salaried  officers  and  employees.  Data  for  such  of- 
ficers and  employees  will  be  included  in  a later  report.  The 


(1)  “Census  of  Manufacturers*  1957,  Dept,  of  Commerce  Bureau  of  the  Census, 
December  16,  1938,  Page  1, 
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item  for  wage  earners  is  an  average  of  the  numbers  reported  for  the 
several  months  of  the  year.  In  calculating  it,  equal  weight  must  be 
given  to  full-time  and  part-time  wage  earners  (not  reported  separate- 
ly by  the  manufacturers),  and  for  this  reason  it  exceeds  the  number 
that  would  have  been  required  to  perform  the  work  done  in  the  indus- 
try if  all  wage  earners  had  been  continuously  employed  throughout  the 
year.  The  quotient  obtained  by  dividing  the  amount  of  wages  by  the 
average  number  of  wage  earners  cannot,  therefore,  be  accepted  as 
representing  the  average  wage  received  by  full-time  wage  earners. 

In  making  comparisons  between  the  figures  for  1957  and  those  for 
earlier  years,  the  possibility  that  the  proportion  of  part-time  employ- 
ment varied  from  year  to  year  should  be  taken  into  account. 

1 !£/  Profits  or  lossess  cannot  be  calculated  from  the  Census  figures 
because  no  data  are  collected  for  certain  expense  items,  such  as  inter- 
est, rent,  depreciation,  taxes,  insurance,  and  advertising. 

*2/  Value  of  products  less  cost  of  materials,  supplies,  containers, 
fuel  and  purchased  electric  energy." 

This  table  shows  relative  increases  or  decreases  for  such  Classifications 
as  "Wages",  "Value  of  products",  "Value  added  by  manufacture*.  Note  that 
wages  between  1955  and  1957  increased  58. 9%,  while  the  increase  in  "Value 
added  by  manufacture"  was  only  52.5%  increase.  In  the  first  column,  com- 
paring 1955  to  1957,  the  ratio  of  increase  in  these  two  items  is  practically 


identical. 
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•Cost  of  materials,  supplies,  containers,  etc,*  showed  the  greatest  ratio 
of  increase  in  1937  over  1933,  Therefore,  from  the  low  ebb  of  1933  to  the 
high  point  of  1937,  the  cost  of  materials,  etc,  and  the  cost  of  labor  have 
both  increased  faster  than  the  "Value  added  by  Manufacture*  i,  e,  - the 
wholesale  price  set  by  the  manufacturer  on  his  products, 

Although,  as  pointed  out  by  footnote  #2  in  this  table,  it  is  impossible  to 
figure  profits  or  losses,  it  is  interesting  to  note  that  "Cost  of  materials, 
supplies,  containers,  etc,"  account  for  only  28,6%  of  the  wholesale  value 
of  all  drug  products.  The  remaining  71*4%  pays  for  labor  (7.5JC)  plus  all 
sales  expense,  advertising  costs,  "interest,  rent,  depreciation,  taxes, 
insurance";  the  remainder  is  "net  profit" • 

Referring  to  Page  2,  Table  #2,  there  is  given  a breakdown  of  "Products,  by- 
kind  and  value*.  Out  of  the  grand  total  of  $345,918,343,  1937  value  for  all 
drug  and  medicine  products,  41.5J&  are  "Medicinal  products  sold  direct  to  or 
prescribed  by  physicians",  58.5JC  are  "Medicines  in  specially  prepared 
packages  made  for  sale  to  the  general  public".  But  note  this  ratio  of  dif- 
ference for  the  years  1955  to  1957;  although  total  value  of  all  products  for 
the  industry  went  from  291  million  in  1935  to  346  million  in  1957,  (a  gain 
of  55  million,)  the"general  public"  packaged  drug  products  accounted  for  44§ 
million  or  80.01JC  of  the  entire  increase. 

Analyzing  the  "ointment,  cerates,  suppositories,  globules,  etc."  group  in 
which  classification  the  two  products  fall,  note  the  following  selected 
figures.  In  the  "sold  direct  to  or  prescribed  by  physicians*  section,  this 
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"ointment,  etc."  group  showed  losses  as  follows: 


(1)  Table.  2.  "Ecpflucto  fry  frAKfl  aad  y&u 6i 18S7  anti,  3.955" 


«Qltitment,Br  earataa.  ate." 

(a)  U.S.P.  and  N.F. 

(b)  Special  formulas 


A2SZ 


lass 


$£,172,867  $2,332,291 

$3,140,465  $4,927,983 


(Then  turning  to  the  "general  public"  section  for  this  same  type  of  product:) 


These  two  classifications  show  the  sharp  upward  trend  in  the  "special  formula" 
products  in  the  general  consumer  classification,  while  values  in  the  "ethical", 
or  "sold  to  physicians",  group  shows  severe  losses  in  the  "special  formula" 
classification,  slight  losses  in  the  "U.S.P*  and  N.F."  division. 

These  figures  are  supporting  evidence  for  the  estimates  made  by  our  authori- 
ties in  the  drug  wholesale  and  retail  trade.  Back  in  June,  1938,  it  was  the 
consensus  that,  first,  the  ethical  field  for  ointments  was  small  and  was 
gradually  shrinking  in  sales  value.  Second,  these  men  recommended  that  we 
try  the  consumer  field  for  its  greater  opportunities,  in  the  belief  that  this 
market  was  expanding  by  leaps  and  bounds.  The  increase,  from  15  million  to 
20  million,  or  33  1/Z%  increase  in  two  years  seems  to  bear  out  their  statements. 

nr  •Census  of  Manufacturers*  1937,  Dept,  of  Commerce  Bureau  of  the  Census, 
Table  2 - February  3,  1959  - Pages  2 and  3. 


(a)  U.S.P.  and  N.F. 

(b)  Not  U.S.P.  and  N.F. 


$3,918,285  $3,658,328 

$20,782,443  $15,550,281 
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(1)  Table  I—  "Sales  by  Manufacturers  of  Drug  and  Selected  Allied  Products 
in  the  United  States:  1955"  shows  concisely  the  importance  of  the  "Patent 
Medicines  and  Druggists  Preparations"  classification  in  the  entire  amount 
of  merchandise  sold  to  the  drug  trade.  The  1054  manufacturing  plants  in 
this  product  group  during  1955  accounted  for  sales  of  $292,681,000  or  10,7% 
of  the  total  of  all  drug  product  manufacturers.  This  is  exceeded  only  by 
■Cigarettes"  which  reported  sales  of  $806,005,000  or  29*7%  of  the  total, 
Haturally,  many  other  outlets  sell  part  of  this  cigarette  total  "sales" 
figure,  hence  drug  stores  should  not  be  credited  with  all  of  this  amount. 

Even  when  one  is  using  government  figures  on  drug  wholesaling,  there  are 
so  many  comparisons  intended  for  the  benefit  of  the  wholesaler,  rather  than 
the  manufacturer,  that  we  have  included  only  those  charts  or  figures  from 
this  volume  dealing  with  "Distribution  of  Manufacturers" • A second  chart 
from  this  source  gives  the  method  of  distribution  used  by  manufacturers  of 
drug  products  and  "allied"  products  during  1935,  (2) 

In  Table  2 should  be  noted  the  different  distribution  methods  employed  by 
manufacturers  of  "Patent  Medicines"  and  "Druggists*  Preparations",  Sales 
by  this  group  of  manufacturers  are  $273,685, OCX)  for  1008  firms  reporting 
out  of  1054  firms.  Sales  are  distributed  in  the  following  percentages: 

Table  II  "Distribution  of  Sales  from  Manufacturing  Plants  Producing 
Drug  and  Selected  Allied  Products:  1955"  (2) 

(1)  "Drug  Wholesaling:  Wholesale  Distribution®  U,S,  Dept,  of  Commerce, 

Bureau  of  Oensus,  Census  of  Business:  1955,  page  6, 

(2)  See  reference  (1)  above  - Page  7, 
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Sales  to  own  wholesale  branches  — 27.0%  of  total 


Sales  to  wholesalers  or  jobbers  — 39*0 % " 9 

Sales  to  own  retail  stores .6% 

Sales  to  retailers,  inc.  chains  — 25.5% 

Sales  to  Household  consumers  2*2% 

To  industrial  users 5.9% 

Total 100.0% 


Wholesalers  in  1925  numbered  2,004  establishments,  with  total  sales  of 
$612,884,000.  This  2,004  figure  includes  all  types  of  wholesalers,  agents, 
brokers,  etc.,  but  the  wholesaler  merchants,  or  "full-service  and  limited 
function*  drug  wholesale  houses,  selling  full-line  drugs,  and  numbering  274 
firms,  accounts  for,  $224,112,000  of  the  total  wholesale  sales.  (52.9%  of 
all  wholesale  drug  sales) 


Retail  outlets  of  drugs  are  divided  into  drug  stores  with  fountain  service, 
and  drug  stores  without  fountains.  For  1925  the  two  classes  had  the  follow- 
ing figures  in  number  of  stores  and  dollar  sales. 

Ut  fit  fimmnnry  - labia.  I-A  — "Stores.  Sales,  pay  Boll  and 
fisreaggfiu  Xa.  ItetaHed  Kinds.  o.f.  Buglnsag"  (l) 


-Staraa  Baa,  al.  £t.oxes  Dollar  A825 

With  Fountain  28,721  950,328,000 

Without  Fountain  ...  

Totals  56,597  $1,232,595,000 


(1)  "Retail  Distribution"  U.S.  Dept,  of  Commerce,  Census  of  Business,  1955, 
Vol.  II,  Page  12,  revised  June  5,  1937. 
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Of  these  stores,  the  following  figures  show  the  number  of  chain  stores 
in  both  types,  and  total  sales  for  all  chain  drug  stores,  28.7JC  in  the 
"with  fountain"  classification,  15,6/C  in  the  "without  fountain*  group, 

p.sf  SnmmsT-v  - Table  1-G  — "Chfttafi  and  M ftiU-Orfler  — Stores 

and  Sales  bv  Size  of  Stores.  bv.Iinds  of  Business"  (1) 


Chain  Drug  Stores 

Percent  stores 

No.  Stores 

sales 

Drug  Stores  with 
Fountain 

Q+% 

3,107 

$273,324,000 

28.7 

Without  Fountain 

3.9* 

- 656 

45,955, ,000 

15.6 

Total 

3,763 

$317,257,000 

25.8 

These  figures  illustrate  why  any  drug  manufacturer  is  interested  in  chain 
drug  store  sales,  in  spite  of  retail  cut  prices,  and  extra  concessions  which 
must  be  made  to  secure  this  business. 

Drug  stores  account  for  5,7J#  of  total  sales  of  all  retail  stores,  1955,  in 
the  United  States,  ranking  9th  in  types  of  business.  The  relative  increase 
of  drug  store  sales  from  1929  to  1955  is  3.4$#  of  all  retail  business  in  1929, 
3.7S  in  1935.  (2) 

In  looking  over  the  six  New  England  States,  with  their  figures  on  increases 
from  1929  to  1935  in  retail  drug  sales  figured  as  percent  of  total  retail 
sales.  New  Hampshire  and  Vermont  sales  by  retail  drug  stores  lost  from  1929 

(1)  "Retail  Distribution"  U,f>.  Dept,  of  Commerce,  Census  of  Business,  1935, 

Vol.  I,  Pages  2-23. 

(2)  "Retail  Distribution",  Standard  Summary  of  Retail  Facts  - National  and 

by  States"  U.S.  Dept,  of  Commerce,  Census  of  Business,  1935,  Vol.  I, 
Page  15, 
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to  1955,  Rhode  Island  and  Maine  were  exactly  even  for  the  two  years,  while 
Connecticut  had  the  greatest  gain,  Massachusetts,  the  next.  (See  Page  37A) 

Connecticut,  went  from  3.0 % in  1929  to  5.5#  in  1935;  Massachusetts  from 
5.1*  in  1929  to  3.4*  in  1935.  (1) 

Outside  of  these  governmental  sources,  there  is  no  way  to  obtain  definite 
information  regarding  competitive  products.  We  do  know  that  certain  pro- 
ducts enjoy  tremendous  success  with  the  public,  others  with  physicians. 

One  well  known  household  emollient  and  soap  manufacturing  concern  spends 
between  three  and  four  hundred  thousand  dollars  per  year,  principally  in 
newspaper  space.  Total  sales  are  difficult  to  estimate,  but  figuring  that 
not  over  1/4  of  gross  sales  go  to  advertising,  this  product  would  gross 
approximately  $1,400,000  per  year. 

Here  is  a list  of  the  principal  skin  ointments  and  preparations  which  figure 
in  the  national  sales  picture. 


Partial  list  of  Skin  Treatment  Formulae  Products:  Sizes  and  Prices 

♦Cuticura  Ointment,  Soap  and  Talcum  Powder  •••• 25£  each 

♦Resinol  Ointment  and  Soap  45?  - If  oz. 

♦Dermo  - G 50?  — 1^  oz. 

♦Poslam  Ointment ••••••••••••••••••••••  50?  - 2 oz. 


♦regular  consumer  advertisers. 


(1)  "Retail  Distribution",  Standard  Summary  of  Retail  Facts  - National  and 
by  States,  U.5.  Dept,  of  Commerce,  Census  of  Business,  1935,  Vol.  I, 
Page  15.  (See  Page  37A) 
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*Zemo  (liquid) 

♦Siroil  

♦Noxeraa  . . . , . . 

Peterson* s Ointment  ••••••• 

Oil  of  Salt  ..... 

Ramsdell 1 s Sulpkur  Cream  .. 

ifinal 

Mazon  ••••••• •••••••• 

Medrex  Ointment  and  Soap  •• 

Chaulmex  ••••••••••• 

Cadum  

Derma  Zema  •••«••••. • • 

"Skin  Success"  (Palmer* s)  • 


3 oz.,  - 35?,  60?,  $1.00  and  $1.25$  (extra 

strength) 

.... $5.00  - 8 oz. 

•  49?  - 5 oz. 

• 45?  - 1^-  oz. 

35?  — 1^  oz. 

••••••••••••••••••.••«  50?  - 2 oz. 

39?  — l^  oz. 

89?  - 1 oz. 

45?  - I?  oz.;  25? 

•••••••••••  35?  - tube 

• •••• •••••••  29?  - 1|-  oz. 

......................  45?  *•  1^  oz . 

25?  - ^ oz. 


Generally  speaking,  their  packaging  has  been  carried  without  change 
for  several  years;  it  is  old  fashioned  in  type  and  appearance.  Con- 
tainers are  inexpensive,  largely  consisting  of  tins  or  tubes,  or  small 
standard  glass  jars,  usually  enclosed  in  a cardboard  carton.  Little 
care  is  shown  so  far  as  packing  is  concerned  and  it  is  difficult  to 
imagine  using  preparations  which  have  a3  little  emphasis  on  neatness  or 
cleanliness  of  appearance j but  results  count,  not  looks.  Our  new  packag- 
ing is  apparently  not  in  accord  with  the  established  practice  of  the 
field. 


Advertising  of  the  products  marked  with  a star  has  been  principally  through 


♦regular  consumer  advertisers 
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newspapers.  Judging  results  by  present  activity  newspapers  are  first, 
magazines  second  in  low  cost  advertising  efficiency.  Some  radio  adver- 
tising has  been  tried  (Chaulmex,  Cuticura,  Ramsdell's,  "The  Johnson 
Family0  program)  but  results  are  not  conclusive  either  for  or  against 
this  medium. 

We  had  already  been  strongly  advised  by  those  closest  to  the  public  con- 
sumer market  to  consider  the  advantages  of  that  field.  These  advantages 
have  been  set  down  above,  and  our  research  in  figures  on  the  two  markets 
show  the  tremendous  recent  growth  of  the  consumer  field,  as  against  the 
serious  declines  in  value  of  products  produced  for  the  ethical  field.  In 
dollars  the  ethical  field  is  only  one-seventh  the  actual  size  of  the  con- 
sumer field,  as  of  1937, 

Our  final  decision,  based  on  these  facts  and  the  discussion  of  disadvan- 
tages and  advantages  of  each  field,  was  to  go  direct  to  the  public  for 
our  business. 

As  our  first  step  in  distribution  to  reach  this  type  of  prospect,  we  ex- 
amined the  possibility  of  selling  Claranol  Ointment  and  Soap  in  their 
present  physical  condition. 

Taking  stock  of  the  two  products,  ointment  and  soap,  as  they  have  been 
sold  for  the  past  eighteen  years,  we  first  decided  that  the  packaging  — 
austere  and  simplicity  personified — was  exactly  right  for  its  past  purposes, 
but  definitely  out  of  gear  with  the  general  type  of  consumer* 8 drug  product. 
First,  its  opalescent,  pharmaceutical  variety  of  jar  dated  the  product  with 
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the  nineteenth  century.  Hot  a serious  objection,  but  certainly  no 
assistance  in  making  a bid  for  the  customers  eye.  The  label,  merely 
an  identification  tag  in  the  past,  needed  more  legibility,  more  infor- 
mative copy,  if  it  were  to  help  sell  the  prospective  buyer.  Color, 
noticeably  lacking  in  the  plain  black-on-white  label,  could  be  employed 
to  present  a more  pleasing  appearance.  Just  as  the  old  order  of  Child* s 
Cafeterias,  with  their  black-and-white  tile  scheme  has  given  way  to  a 
use  of  soft  pastels  with  a more  soothing  and  pleasing  effect,  so  we  could 
use  color  to  impart  a very  definite  impression  on  this  old-new  product* 

But  modem  packaging,  with  revision  and  changing  of  containers,  labels, 
pamphlet  material  and  counter  display  "sales  helps"  is  expensive  when  con- 
sidered as  an  initial  expenditure.  For  such  expenditure  to  be  reasonable 
in  cost  per  unit,  manufacturers  must  buy  in  large  enough  amounts  to  obtain 
quantity  prices  and  discounts.  Therefore,  our  first  attempts  to  secure 
distribution  were  predicated  on  use  of  the  original  packages  and  labels. 

Tile  received  one  offer  from  a distributing  and  merchandising  organization 
to  sell  Claranol  on  a straight  10 % commission.  A second  proposition  came 
from  a radio  station  in  New  England,  which  offered  to  get  distribution  for 
Claranol  products  in  its  territory,  "swapping"  radio  time  for  an  equal  pay- 
ment in  the  product  at  wholesale  costs.  A third,  from  a wholesaler 
specializing  in  contacting  hospitals  and  institutions,  was  an  offer  to  han- 
dle the  two  products  on  an  exclusive  basis,  provided  we  gave  them  25%  dis- 
count, or  actually  an  extra  10%  over  their  regular  15%  wholesaler  discount. 
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However,  no  matter  how  attractive  such  offers  appear  to  be,  the  long- 
time view  is  of  utmost  concern  to  us,  since  we  are  embarking  on  a new 
venture  which  must  survive  over  a considerable  period  of  time.  There- 
fore, after  considerable  discussion,  these  offers  were  turned  down 
pending  a revision  of  the  physical  appearance  of  the  packages.  To  com- 
pete with  other  companies*  products,  we  believed  that  we  must 
necessarily  offer  the  consumer  not  only  a reliable  product,  but  a modern, 
satisfying  package  for  household  use. 

Our  final  step  was  to  decide  to  re-vamp  Claranol  (both  products)  and  try 
for  an  interest-compelling  package;  one  which  the  consumer  would  enjoy 
seeing,  buying  and  using. 

Before  actually  going  to  work  on  a design  for  package,  label,  color  combi- 
nations and  other  details  of  re-packaging,  we  first  made  calls  on  over 
120  retail  druggists,  as  well  as  contacting  leading  drug  wholesalers  in 
three  New  England  States.  Information  from  these  wholesalers  assisted  us 
in  making  up  estimates  on  projected  sales,  outlining  merchandise  deals, 
and  setting  sales  policies.  But  from  the  retailers  we  found  that  certain 
color  combinations  were  preferred  by  store  customers,  and  that  package  dis- 
play on  shelves  could  help  or  hinder  sales  immeasurably. 

There  is  always  one  ideal  feature  sought  after  in  creating  a new  package, 
namely,  a unit  which  is  based  on  the  functional  use  to  which  it  can  be 
put.  However,  to  make  such  a design  effective,  it  is  essential 
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that  the  manufacturer  have  a real  reason  behind  the  new  package* 
functional  design  comes  to  mind  when  one  looks  at  illustrations  of 
modern  furniture,  houses  and  like  articles,  where  usefulness  is 
supposedly  the  first  concern  of  the  originator* 

The  management  group  wished  to  create  a package  which  would  in  it- 
self  induce  the  customer  to  try  not  one,  but  both  "ULARANOL"  products* 
Research  had  shown  that  manufacturers  of  ointments  and  medicated  soaps 
had  one  thing  in  common;  an  inability  to  sell  both  their  ointment  and 
soap  with  the  same  degree  of  success*  Out  of  this  search  for  a package 
to  do  the  dual  selling  job  came  the  new  combination  soap  and  ointment 
jar  container* 

Our  original  idea  was  to  obtain  a jar  fitted  with  a screw  cap,  on  top 
of  which  would  be  another  compartment  also  fitted  with  a spiral  thread, 
which  could  be  attaclied  or  removed  as  desired.  Im  this  second,  smaller 
container  we  planned  to  put  a cake  of  soap,  large  enough  to  give  the 
purchaser  a real  opportunity  to  see  how  "CLARANOL"  Soap  helped  the 
ointment  in  treating  skin  conditions. 

Screw  caps  fitted  with  separate  compartments  which  also  attach  by  a 
thread  to  the  package  just  aren#t  available,  except  on  special  order* 

The  cost  of  obtaining  this  type  of  screw  cap  must  necessarily  include 
either  the  special  machinery  or  a large  minimum  guarantee  order  from  the 
manufacturing  company.  But  out  of  this  initial  idea  we  arrived  at  the 
thought  of  including  the  sample  cake  of  soap  iqside  the  ointment  jar* 


It  : i Li  K>  . u.'i.  ii<  oJ  aarr;*  it^Ieov  X;iUoJ  Ml 

» 881/Orf  | 

. . 

i ' . ’ * ■ J - • 

. . " ■ ■ . 

H BOc  .or  -o.  . ■<.  _;n  : j r . *to  * £/ • je  5 s&$  cwcfi  •••■.*■.  £lo* 

__  1 said*  eiio  bed 

S *o*q  ii  'ic'i  [iO'ZB.&a  aldJ  1c  doO  •eeoocuB  1c  00130b  «rj»8  u.d 

dr  sr.i Jf  * o xmtt  q .0:  ncitf-Kfic  :joo  o»  0 *-•  aot&o  do^  3aJ£U*£  £&ub  er.t  ob  od 

. -Ji  ; ' T , 

ddl  . ©dd-il  i»t  *.  niaddc  o#  a*v  At  itfC 

. ,qace  lo  «3ufo  b -Jxfq  o3  rexvcslq  t«  *iox  .. 
f*Ut  i>-»  lod  qbt:  1 . »ad  cos  ad  ^jimi^Kxqo  Jj.©i  xj  ier  cirirq 

. L •.  I 

a 'jf  dOBiim  t iv  eJnwd-xBqmoo  93b*  iiil*  beddtt  ■ 

. , v»:  i*t  • . ' . 

■ q*o  99TL9&  1 Ldd  gnlixiaddo  1c  deoo  «iT 

’4j3  •31s!  » to  v»nixlOJ0B  ijkiooqe  odd  ledd.!© 

> XuQ  •’  ,f 

...  . _ ‘ .IV 


44 


How  could  w©  put  it  inside  the  jar  without  first  wrapping  it  separately 
and  second,  once  inside  the  jar,  how  could  the  customer  get  at  it  for 
use?  We  considered  filling  the  jar  with  ointment  up  to  the  required 
point  where  the  cake  of  soap  could  rest  (supported  by  the  ointment  con- 
tent) ready  to  drop  out  when  the  jar  was  tipped.  But  we  did  not  wish 
to  spoil  the  surface  appearance  of  the  ointment  by  direct  contact  with 
the  soap;  we  felt  that  a customer’s  first  reaction  would  be  "What  a 
messy  arrangement  this  isl*  if  the  soap  and  ointment  were  to  become 
stuck  together. 

The  only  solution  which  seemed  practical  was  to  use  a cup,  fitted  to 
drop  down  inside  the  mouth  of  the  jar,  with  a flange  or  lip  to  keep  it 
from  dropping  onto  the  ointment  in  the  jar.  Our  first  move  was  to 
decide  what  size  jar  we  would  use,  and  then  to  obtain  a working  model 
of  a cup  to  fit  the  jar. 

We  had  discussed  the  type  and  size  of  jar  previous  to  this  time.  We 
planned  to  use  a standard  size  glass  jar,  transparent,  fitted  with  a 
modern  cap.  The  reasons  for  deciding  on  such  a jar  were  first,  the 
modern  appearance  which  would  result;  second,  the  saving  in  cost  over 
the  old  style,  opaque,  white  glass  prescription  jar.  We  found  that  if 
we  stuck  to  purchasing  standard  size  articles,  such  as  jars,  we  saved 
a large  capital  outlay.  Special  jar  molds  run  upwards  of  eight  hundred 
dollars  apiece;  on  top  of  this,  we  would  be  required  to  purchase  in 
minimum  quantities  of  three  and  six  hundred  dozens. 

Metal  caps  of  the  so-called  "double  shell"  type  also  were  made  up  to 
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fit  all  standard  size  glass  jars.  These  were  available  only  in  black 
enamel  lacquer  finish,  except  on  special  order. 

But  our  first  problem  in  carrying  the  same  soap  cake  idea  farther,  was 
to  decide  on  which  size  jar  to  use.  At  first,  we  attempted  to  use  a 
4-2  oz.  jar  containing  3 oz.  of  ointment,  1§  oz  soap.  But  the  cost  of 
materials  would  be  quite  high,  if  this  change  in  size  was  made.  Our 
price  of  $1.25  retail  per  5 oz.  jar  of  ointment,  only,  was  a fair  price. 
Sc  it  was  agreed  to  use  a standard  jar  of  just  over  3 oz.  full  capacity; 
in  this  we  could  put  2^  oz.  of  ointment  and  a cake  of  soap  weighing  ^ oz. 

Once  we  decided  to  use  the  standard  5-plus  oz.  jar,  we  went  to  work  ob- 
taining a working  model  of  the  container  cup  which  would  hold  the  ^ oz. 
soap  cake.  A metal  spinner  we  located  turned  out  an  aluminum  cup  to 
fit  the  new  jar;  from  this,  we  progressed  to  the  problem  of  choosing  a 
material  to  use  in  making  the  cups. 

Ctae  of  our  first  thoughts  was  a metal,  plated  cup.  Tie  discarded 
"galvineal*,  (cold  rolled  steel  galvinized)  as  being  possibly  injurious 
to  the  product  on  contact.  For  the  same  reason,  cold  rolled  steel 
plated  with  cadmium  was  thrown  out  since  cadmium  is  dangerous  if  used  in 
food  containers,  and  its  use  in  such  cases  prohibited.  After  deciding 
on  tin  plate  and  interviewing  six  plating  companies,  we  met  a man  of 
considerable  skill  in  plating  problems,  who  refused  to  guarantee  any 
plating  for  any  length  of  time.  Even  a suggestion  that  we  use  regular 
tin  plate  (steel  which  has  been  annealed  with  tin  at  the  rolling  mill) 
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proved  impractical,  since  the  cost  of  plating  the  exposed  edges  on  the 
lip  of  the  cup  exactly  doubled  the  cost  of  the  cup  itself. 

Estimates  we  had  received  earlier  on  aluminum,  costing  and  up,  began 
to  look  more  reasonable,  especially  since  the  metal  is  safe  to  use  in 
the  case  of  foods  (cooking  utensils)  and  there  is  no  plating  problem. 

But  we  tried  plaskon,  paper  cup  containers,  crossed-wire  holders;  every- 
thing which  could  possibly  do  the  work  of  holding  the  cake  of  soap  and 
still  be  reasonable  in  cost.  To  make  plaskon  cups  cost  over  9#  apiece; 
paper  cups,  made  to  specifications,  would  require  our  purchasing 
machinery  costing  nearly  eight  thousand  dollars,  wire  holders  made  from 
crossed  metal  wire,  when  plated,  cost  apiece  and  were  unsatisfactory 
to  handle. 

This  one  item,  a small  metal  cup,  consumed  nearly  four  months  of  elapsed 
time  before  we  felt  we  had  solved  the  question.  The  die,  used  for 
stamping  the  cups,  cost  $160,00,  The  first  batch  of  metal  (cold  rolled 
steel)  cups,  meant  for  plating,  are  a total  loss.  Four  plating  companies, 
who  assured  vis  they  could  do  the  plating  satisfactorily,  threw  up  their 
hands  after  a week  apiece. 

Soap  cakes,  molded  to  fit  the  cup  die,  were  already  in  the  process  of 
being  produced.  Finally,  after  consulting  the  representative  of  the 
Aluminum  Corporation,  we  ordered  our  metal  and  closed  the  question.  But 
out  of  the  weeks  spent  solving  the  difficulty,  we  arrived  at  a satis- 
factory container  for  the  sample  soap  cake.  We  had  our  combination  soap 
and  ointment  jar  at  last. 
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During  this  same  period,  we  made  inquiries,  and  conducted  tests,  search- 
ing for  a color  combination  which  would  be  attractive  to  the  eye  and 
which  would  signify  “prescription*  background.  We  wanted  a color  design 
to  keep  as  much  of  our  close  association  with  the  prescription  depart- 
ment as  possible. 

The  men  in  our  group  who  specialized  in  the  drug  product  field  pointed 
out  the  prevalence  of  “blue*  in  the  past  few  years,  for  products  striv- 
ing for  "ethical"  appearance  • Such  products  as  "Alka-Seltzer",  Phillips 
Milk  of  Magnesia,  Bisma-Rex,  etc.,  comparatively  new  successes  in  the 
field,  all  utilized  combinations  of  "blue*.  The  artist  who  designed  our 
package  labels,  containers  and  cartons  suggested  the  stylized  cross 
which  appears  on  the  new  package.  The  final  result,  as  shown  in  the 
photostat  illustrations  on  page  48A,  is  the  product  of  many  internal 
discussions,  consultations  with  ink  experts  and  lithographers;  with 
wholesalers,  retailers  and  missionary  salesmen  in  the  drug  field. 

Once  we  had  decided  on  our  two-tone  blue  color  scheme,  we  got  quotations 
on  the  extra  cost  of  blue  lithographed  caps  to  match.  As  mentioned  above, 
we  were  first  told  that  color  on  caps  was  too  expensive,  since  it  would 
require  such  a large  initial  order  to  include  the  cost  of  color  change. 
However,  by  going  direct  to  the  company* s branch  office,  we  got  them  to 
waive  the  minimum  order  of  52,000  caps  provided  we  paid  for  the  special 
die.  Also,  the  cost  of  this  die  included  the  lithographing  of  our  white 
cross  on  the  blue  background,  giving  us  a much  improved  package. 


It  was  a good  instance  of  how  one  gets  better  treatment  by  going  direct 


' . t ' . 

bna  cv^ti  oiJ  od  mv  ad  uxow  rioiii'.'  noXdv/iXci.'oo  ioIoo  j *icl  jjni 

nglae.;  tcoXoo  5 m&na  » mba  f.  ,.■•••'  .>•  "noid  I-jo  : >v.H  £1U&Z8  \.j  < ■ doJtd 
-sHaqeb  mZdc.ifoasro  arid  nil  noXdaZo:-  a aco  o *o/o  'to  down  sr>  '.-.orf  od 

• SJ.cfir?3'.a.  ; Aaon 

baduxot;  olel!  doroo'iq  \.  :b  eri.r  >>.si  1^X09  c oriv  q/jo*r^  mo  nl  coil  ariT 
-v*idu  odax-A/tr  -it 'l  <*•  ■ !■%*<£  r\  t,  < arid  al  "okIcF  lo  •onel3w*ri  aid  dvo 
' ' r ,:i  . • * ; 

■ .:.  -ai.  ;Uw  J ;v; |8O0  t#odfc»  ’to  iUK 

'i no  leogZaeb  o dir  doldui  adT  .“ewld"  lo  ersoidanlcfaioo  besllZdn  11b  nb£ml^ 
88019  besZI^da  arid  bed  .ua  anod'tso  be*  a'xanlsdneo  teXerf*j 

•>'.rt  nZ  ft  oif"  as  t tlu.'-.MO.  XfcnX''  *;T  s*tfo  , 'ar  arft  no  r.  uwqr  ...  loxri 

loinsdflZ  ^nc»i  'to  toir-xr  arid-  si  ,A81»  ajeq  no  a.-  oldaid riiriXi  dv.  - ;cdo:Jq 
rU;..->  i ‘xydq-n^orf  til  bn-i  ^i-ia  in.l  rid*c  anoxdjdieaaoo  t noZ>.,*iJoaX  • 

,b. »r.t  jtrxb  Miij  oi  nemeel^a  fitiaolasXiu  baa  aielZedei  « stelae elcdw 

..  , - a *10X00  utltf  §i  - > ino  no  bebXos/'  m ftOflO 

,evod*  i^eo  a*  #do  » • J sqeo  <9dq«*x  • ■ -a 

SjX«oi»  1*  c.‘ .i  f+v.Ufli.at  ood  »*$•«  a^xjo  no  *10X00  d Arid  oXod  d tx*1  o*.  e i 

.oyrLjrfo  *10X00  '70  XaL.'  arid  eboLoaZ  oj  leino  XaZtXriZ  ayi>il  » rious  »•  a*  oj. 
ol  awid  doj  a.  ,eoZYZo  rionsid  a*  ^i^  .froo  oild  od  dowxib  gnlo.  tieva'al! 
Xdioeq}--  • d ori  jZaq  aw  beoivctq  .sqjso  OOGtXS  lo  labio  tuinlnl . arid  9vl.<sw 
»dlriw  life  1o  gnJtrf.  xftlX  o.v  .ooi  »ib  olrid  lo  daoo  odd-  ^oela  •»i.b 

. . fDrjscz^iojsd  oiild  &rfi  no  aecoio 


i • . Ni  eno  tod  Xo  • ■• 


48A 


ARTIST  'S  DRAWINGS: SOAP  & JAR  CARTONS. 


SOAP  CART ON ( above ) : 
Light  blue  background, 
This  color  scheme  and 


3ark  blue  band  with  product  name  in  white, 
ie sign  carries  through  to  JAR  carton( below 


) 


(See  next  exhibit  page  for  "display  card  to  fit  in  top  flap.) 
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to  the  person  or  persons  higher  up  in  any  organization* 

Before  deciding  on  cartons  to  hold  the  jars  and  the  regular  cakes  of 
soap,  we  again  referred  to  our  calls  on  the  trade  and  to  our  compari- 
sons with  other  modern  drug  packages*  Ointments  are  slow-turoover 
items;  the  average  jar  lasts  at  least  two  months,  and  quite  often  as 
much  as  six*  Display  space  in  the  retail  drug  store  is  almost  impossi- 
ble to  get  on  unknown  or  slow-turnover  items.  We  wanted  two  things 
for  "CLARANQL*.  First,  a way  of  keeping  the  products  appearance  in 
A-l  shape,  regardless  of  the  fact  that  it  might  be  kept  six  months 
on  the  shelf*  Second,  we  wanted  as  much  display  value  as  we  could  get, 
no  matter  where  the  product  was  put.  Cardboard  cartons,  it  was  agreed, 
kept  the  inner  package  as  clear  of  grime  and  dirt  as  anything  not 
wrapped  air-tight.  We  did  not  care  to  take  on  the  expense  of  extra 
cellophane  wrapping  at  this  time.  However,  a clay-filled  varnished 
paper  stock  of  18  to  24  lbs.  weight  would  stand  up  well,  both  in 
appearance  and  under  ordinary  shipping  conditions. 

A carton  gave  us  display  space  for  the  Name,  as  well  as  a chance  to  use 
color  contrasts  to  attract  the  customer^  eye.  Please  bear  in  mind  that 
"CLARANOL"  had  never  been  packed  in  cartons;  it  was  labelled  and  wrapped 
in  glassine  paper,  entirely  by  hand.  The  result  was  to  assure  a sanitary 
condition  upon  opening  the  jar,  but  the  glassine  also  covered  up  the 
label  completely. 

We  obtained  estimates  from  eight  carton  manufacturers,  located  in  New 
England,  New  Jersey  and  New  lork*  We  chose  neither  the  highest  nor  the 
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lowest  cost  figure;  we  were  learning  that  one  is  quite  apt  to  get  what 
one  pays  for.  Final  choice  of  a Boston  carton  manufacturer,  established 
for  a great  many  years,  seems  to  have  been  a fortunate  choice.  We  are 
near  at  hand  and  have  been  able  to  work  closely  with  the  company*  s sales- 
man, Details  which  were  in  error  have  been  caught  in  time  to  prevent 
waste  of  money;  we  have  received  several  decidedly  helpful  suggestions 
in  making  up  the  complete  cartons,  (See  Page  48A) 

The  advertising  pamphlet  is  our  best  opportunity  to  explain  the  product, 
enlarge  on  its  many  uses,  and  to  sell  the  companion  item,  "CLARANOL" 

Soap,  We  will  take  up  in  detail  the  pamphlet  and  the  many  difficulties 
we  encountered  in  preparing  it  under  the  section  devoted  to  "Governmental 
Regulation"  in  labeling.  On  the  mechanical  side,  we  combined  the  litera- 
ture for  both  products,  and  plan  to  use  the  same  pamphlet  in  both  product 
cartons.  This  eliminates  the  cost  of  printing  two  separate  pamphlets, 
cutting  total  expense  considerably. 

Our  display  container,  designed  to  hold  a full  dozen  cartons  of  the 
combination  package,  will  not  be  produced  until  it  is  a necessity.  All 
our  merchandising  plans  call  for  "deals"  involving  1 /4  or  1/5  dozen 
units.  In  the  case  of  the  medicated  soap,  a check  of  retailers  and  whole- 
salers shows  that  1/4  dozen  units  are  by  far  the  most  acceptable  size. 

What  we  are  doing  is  to  purchase  small  corrugated  shipping  containers  , 
plus  inside  plain  cardboard  containers  to  hold  four  combination  jars,  or 
four  cakes  of  regular  size  soap. 
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FOR  ECZEMAw«ife- 
SKIN  IRRITATIONS 


SINGLE-UNIT  DISPLAY  CARD  (above) 
ONE-DOZEN  DISPLAY  CARTON  (below) 

50A 


DISPLAY  CARD  at  left 
to  be  replaced  with 
card  cut  out  to  hold 
single  Jar  carton. 


DISPLAY 
CARTON  to 
hold  1 doz. 
(To  be  pro- 
duced later.  ) 


Note  pattern  formed  by 
"crosses1,on  carton  tops. 
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Point-of-sales  helps  are  extremely  helpful,  indeed,  essential  in  the 
case  of  introducing  a new  product  or  package.  Our  original  idea  was 
suggested  by  an  executive  of  one  of  the  leading  drug  trade  publications* 
It  is  illustrated  on  page  50 A*  We  planned  to  have  this  small  cardboard 
display  sign  fit  into  the  slot  of  the  carton* s top  flap,  and  designed 
our  carton  flap  to  open  backwards,  to  accomodate  its  use*  With  the 
change  to  a horizontal  label  as  shown  later,  we  will  probably  come  back 
to  a single  card  holding  one  jar  carton*  The  primary  reason  behind  the 
first  idea  is  to  conserve  space*  We  plan  to  ask  retailers  for  display 
spec©  for  single  jar  cartons,  fitting  them  into  small  openings  left  on 
display  shelves  and  counters* 

The  only  other  sales  help  we  plan  to  utilize,  outside  of  extra  pamphlets 
left  on  druggist’s  counters,  is  the  "sampling*  coupons  outlined  in  the 
"Projected  Sales  Plan*  below* 
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Projected  Sales  Plan 
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Jfathada . frvr  obtaining  distributions 

Many  books  have  been  written  about  the  fundamental  work  of  obtaining  dis- 
tribution for  products,  general  and  specialized  alike.  A vary  interest- 
ing book  cites  several  cases  of  how  this  was  done  for  well-known  products, 
and  concludes  with  the  summary  of  the  particular  idea  used  in  each  case. 

For  instance,  the  author  of  the  book  emphasizes  the  use  of  psychology  in 
making  initial  sales  to  large  distributors,  but  in  each  case  he  speaks  of 
firms  who  are  already  well  established  in  business.  But  here  we  are, 
entering  the  field  of  proprietary  drug  products  for  the  first  time,  with- 
out any  backlog  of  recognition  to  depend  upon.  True,  Claranol  has  been 
sold  by  quite  a few  druggists  in  the  past;  it  served  as  a nice  "plus  profit" 
item  for  his  prescription  department.  However,  now  that  we  must  step  out 
and  make  a name  for  our  product  on  the  strength  of  our  own  effort  and 
advertising,  the  situation  is  quite  different. 

First,  how  do  we  get  drugstores  to  stock  Claranol  Ointment  and  Soap?  Second, 
how  can  we  induce  people  to  ask  for  Claranol  when  they  want  a product  to 
relieve  skin  ailments  and  irritations? 

Let*s  take  them  in  order.  Melvin  T.  Copeland  says  in  his  book  "Principles 
(l)  of  Merchandising",  that  there  are  two  basic  ways  of  getting  distribution. 
First,  through  using  missionary  salesmen  to  tell  the  company*  3 story,  and 
second,  sampling  of  the  product.  Claude  Hopkins,  writing  in  his  book, 

Life  in  Advertising",  (2)  strongly  advocates  sampling  of  the  product,  regardless 

(1)  "Principles  of  Merchandising"  M.  T.  Copeland,  Pg.  63,  64,  65,  66. 

(2)  "Hy  Life  in  Advertising*  Claude  G.  Hopkins,  Pg.  153,  134,  135. 
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of  the  cost  involved. 

Missionary  salesmen  cost  money  to  employ.  Are  there  any  other  methods 
to  get  comparable  results?  One  of  our  good  friends,  a well-known  dental 
surgeon,  has  tried  two  different  drug  specialties  in  the  consumer  market. 
His  first  attempt  was  the  manufacture  of  a compound  calculated  to  relieve 
headaches  and  similar  ills.  Direct  mail  solicitation  was  the  only  way 
open  to  this  man,  in  order  to  reach  retailers.  Wholesalers  he  recognized 
as  order- takers,  without  any  interest  in  his  own  untried  product.  The 
wholesaler,  for  him,  performed  only  one  function;  namely,  the  guaranteeing 
of  the  retailer’s  credit.  It  has  often  been  remarked  that  the  wholesaler, 
either  in  the  drug  or  food  trade,  has  outlived  his  usefulness— that  the 
warehousing  function  which  he  originally  performed  is  no  longer  available 
to  the  small  manufacturer.  It  seems  quite  probable  that  eventually  a 
general  credit  house  will  take  over  this  last  feature,  credit  guarantee, 
thus  eliminating  the  wholesaler’s  job,  and  his  commission  of  15^. 

The  manufacturer  of  this  compound  had  printed  a broadside  for  direct  mail 
use,  explaining  his  product  and  the  "deal"  which  was  offered.  Included  in 
the  mail  envelope,  together  with  the  broadside,  was  a sample  counter  card 
to  which  were  attached  12  regular  size  packages  of  the  compound.  The  re- 
tailer was  urged  to  set  up  this  display  on  his  counter,  and  recommend  the 
product  to  his  customers  for  headaches,  etc.  All  sales  return  from  this 
first  card  with  its  12  packages  went  to  the  retailer,  in  return  for  his 
cooperation.  The  manufacturer  obtained  his  distribution  in  return  for 
"free*  merchandise.  He  made  his  profit  on  subsequent  sales  from  re-orders 
of  the  card.  Unfortunately,  after  this  product  had  been  on  the  market  for 
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four  year 3,  the  Federal  Government  objected  to  one  of  the  ingredients 
used  in  the  compound,  and  required  him  to  remove  it  from  the  product* 

His  reaction  to  this  request  was  unique*  Since  his  own  business  was 
entirely  divorced  from  the  drug  manufacturing  field,  this  man  decided 
to  discontinue  the  product  altogether  rather  than  risk  governmental  in- 
tervention* 

On  this  manufacturer^  second  attempt,  he  decided  to  concentrate  his 
efforts  on  a simple  mouth  wash*  His  first  advantage  was  that  he  was  in 
a position  to  recommend  it  to  a great  many  people  who  were  his  own 
patients*  Secondly,  a mouth  wash  is  reasonably  safe  from  governmental 
criticism,  provided  it  makes  no  unusual  therapeutic  claims*  In  this 
second  venture  in  the  retail  drug  field,  he  used  the  same  idea  which  had 
worked  so  well  on  the  first  product.  Ife  gave  merchandise  to  the  retailer, 
but  allowed  him  to  sell  it  and  make  a clear  profit  from  its  sale.  The 
only  way  in  which  he  has  changed  his  promotion  plan  is  through  substituting 
smell  newspaper  advertisements  in  place  of  "spot®  radio  announcements. 

His  entire  plan  is  predicated  on  the  idea  of  convincing  the  retailer  that 
he  is  working  to  produce  sales  for  the  benefit  of  the  retailer*  He  uses 
this  in  place  of  relying  solely  on  "consumer  demand*  to  push  his  sales#  In 
other  words,  he  is  "merchandising"  his  entire  sales  plan  to  the  druggist* 

This  basic  plan  of  sampling,  but  allowing  the  retailer  to  collect  the  pro- 
fits, is  outlined  above.  Sampling,  in  itself,  is  more  generally  under- 
stood to  be  the  blanket  canvassing  of  a city  or  town,  leaving  free  sample 
size  packages  at  every  house  in  the  territory.  Oftentimes,  this  is  employed 
where  the  product  already  has  good  distribution,  but  where  extra  customers 
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are  desired*  The  Coca-Cola  Company  is  using  this  plan  in  its  house  campaign 
now  under  way*  A more  restricted  and  less  wasteful  method  is  to  run  news- 
paper advertisements  with  coupons  attached,  the  coupons  being  worth  the 
cash  value  of  the  regular  size  package  (Palmolive  Soap,  Claude  Hopkins),  (l) 
This  plan  insures  immediate  distribution,  but  at  the  same  time,  requires 
an  unlimited  budget  to  take  care  of  initial  costs. 

Since  sampling  is  so  important  in  introducing  a new  or  untried  item  in  any 
field,  we  should  like  to  be  able  to  make  use  of  it  in  the  case  of  Claranol* 

We  have  in  mind  one  variation  of  this,  which  looks  workable  and  not  too 
expensive.  In  the  first  place,  for  us  to  sample  any  market  indiscriminately 
would  be  prohibitive  in  cost  and  extremely  wasteful.  The  relatively  small 
percentage  of  persons  in  the  average  community  who  have  serious  skin  dis- 
orders means  that  we  would  be  distributing  samples  mostly  to  those  who  had 
little,  if  any  use,  for  Claranol.  But,  if  we  distribute  through  drugstores 
coupon  tickets  good  for  a limited  time  only,  offering  a partial  reduction  or 
credit  on  a $1.25  jar  of  Claranol,  we  can  be  quite  sure  that  only  those 
vitally  interested  in  a skin  remedy  will  be  obtaining  this  introductory  dis- 
count. If  the  retailer  can  be  induced  to  use  the  coupons  as  enclosures  or 
"stuffers"  with  all  prescriptions  and  deliveries,  we  stand  a good  chance  of 
reaching  our  best  prospects.  First,  the  persons  receiving  these  coupons  are 
customers  of  the  store  distributing  them;  second,  it  is  reasonable  to  suppose 
that  the  recipients  are  used  to  purchasing  household  remedies  from  their  drug- 
gist. All  that  is  needed  to  conplete  the  transaction  is  that  someone  in  the 
house  happens  to  be  a prospect  at  that  time  for  a skin  remedy. 

We  have  now  to  consider  our  merchandise  "deal"  or  offer;  the  problem  of 


(l)__J|j^jdf^in  Advertising”  Claude  G.  Hopkins,  Pg.  155 
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presenting  an  attractive  sales  plan  to  retailers  and  wholesalers,  in  order 
to  obtain  distribution.  In  the  past,  manufacturers  of  all  types  of  mer- 
chandise have  tried  to  obtain  preferential  treatment  from  chain  stores  which 
stock  their  goods.  They  accomplished  this  by  selling  large  orders  to  chain 
store  groups,  at  much  lower  prices  than  they  offered  to  independent  retail- 
ers. But  the  Robinson-Patman  bill  was  enacted  to  prevent  this  discriminating 
for  or  against  certain  groups  of  retailers.  Now,  manufacturers  must  quote 
the  same  prices  to  all  retailers}  the  only  extra  discount  allowable  is  in 
the  case  of  shipping  or  billing  expense  reductions  due  to  large  quantity 
orders. 

Therefore,  although  we  might  be  willing  to  sell  to  certain  chain  stores 
almost  at  cost,  in  return  for  obtaining  wide  distribution,  this  is  no  longer 
possible  unless  we  make  the  same  price  offer  to  all  retailers.  We  must  make 
up  a "deal"  or  introductory  offer  which  is  attractive  enough  to  all  retailers 
to  get  our  initial  distribution.  There  are  several  variations  of  price  dis- 
count and  free  merchandise  deals.  Our  present  plan  calls  for  a merchandise 
"deal*. 

In  common  terms,  we  will  offer  a unit  of  four  jars  of  the  combination  package 
to  the  druggist,  but  the  price  will  only  be  for  three  jars.  Three  jars  would 
regularly  cost  him  $2.50,  based  on  the  established  price  of  $10.00  per  dozen. 
His  profit  of  55  1/5%  is  automatically  raised  to  50%,  or,  to  put  it  another 
way,  he  gets  one  jar  free  in  four.  But  since  we  also  want  him  to  stock 
Claranol  Soap,  which  retails  at  55£  a cake,  we  plan  a combination  "deal*  an 
the  two  items.  The  amount  of  money  which  a retailer  will  risk  on  a new  "deal" 
in  the  drug  field  is  estimated  to  be  between  $2.50  and  $4.90.  If  we  add  a 
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quarter-dozen  cakes  of  soap,  also  with  one  free  extra  cake,  the  additional 
cost  for  the  three  cakes  is  70^,  one-quarter  of  the  dozen  price  of  #2,80. 
Total  outlay  by  the  retailer  is  $3.20  for  the  entire  "deal",  on  which  his 
regular  profit  would  be  #1.60.  This  free  merchandise  "deal*  boosts  the 
profit  to  #3.20,  or  double  the  normal  dollar  profit  to  him. 

Amy  such  price  concessions  or  free  merchandise  "deals*  are  made  in  order  to 
get  the  retailer  to  "push"  the  product  in  question,  Ihe  average  retailer 
is  not  aggressive,  in  any  sense  of  the  word,  in  pushing  the  sale  of  drug 
products.  Therefore,  the  actual  results  which  may  be  expected  from  him  are 
small.  But,  if  good  counter  display  can  be  obtained  for  our  product,  we 
shall  consider  that  we  have  obtained  the  maximum  amount  of  cooperation  from 
the  druggist.  Counter  space  is  extremely  valuable;  many  manufacturers 
actually  pay  rent  on  "counter"  and  *top-of-display  case"  space  for  their 
products.  As  their  salesmen  make  the  rounds  of  stores,  they  pay  a stipulated 
monthly  rental  to  the  store  owner,  provided  they  find  their  merchandise  on 
display. 

The  problem  of  how  this  counter  display  space  can  be  obtained  for  Claranol 
is  of  prime  importance.  It  is  much  the  same  as  the  case  of  manufacturers 
distributing  through  department  stores;  they  are  principally  concerned  with 
getting  the  store  to  feature  their  product  in  the  store* s own  retail  adver- 
tising. One  baby  garment  manufacturer  who  depends  nearly  100%  on  department 
store  sales  gave  as  the  reason  for  his  success  in  getting  this  type  of 
retail  advertising  cooperation,  the  fact  that  he  geared  his  requests  to  fit 
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the  stores*  budgets.  Instead  of  preparing  quarter-page  and  eighth-page 
advertisements  on  his  product,  with  the  hope  that  the  store  would  use 
them,  he  realized  that  sales  on  his  line  were  relatively  unimportant  in 
the  total  store  dollar  volume.  Therefore,  he  prepared  several  small 
advertisements,  measuring  two,  three  or  four  inches,  in  single  column 
width,  which  the  store  could  reasonably  be  expected  to  use.  As  a result 
of  this  intelligent  handling  of  the  problem,  he  has  obtained  as  high  as 
twenty  five  thousand  dollars*  worth  of  advertising  in  a single  year,  at 
no  direct  cost  to  his  company.  A representative  of  one  of  the  country’s 
leading  drug  publications  offered  a similar  suggestion  for  "Claranol". 

It  is  to  prepare  a display  or  counter  card  for  a single  jar  package  of 
“Clnranol*.  The  druggist  will  be  asked  to  place  two  or  three  individual 
packages,  each  with  its  own  small  card,  at  different  open  places  on  the 
store  counters.  The  small  amount  of  display  space  each  requires  is  ex- 
pected to  insure  our  getting  point-of-sale  display  which  we  could  not  hope 
to  get  for  a regular  one  dozen  carton.  There  is  not  going  to  be  an 
attempt  to  obtain  help  of  a similar  nature  for  "Claranol"  Soap.  The 
sampling  of  this  product  through  the  small  soap  cake  inside  the  combina- 
tion jar  is  the  only  means  which  we  have  of  getting  sales  for  the  large 
cake  of  soap.  This,  of  course,  is  the  well-known  system  of  using  a leader 
product  to  introduce  other  items  in  the  company  line. 

So  far  in  this  section  devoted  to  sales  promotion,  we  have  discussed  the 
use  of  sampling  and  of  free  merchandise  "deals’*  in  order  to  interest  the 
retailer.  The  cost  of  a regular  sales  force  has  been  shown  to  be  expensive 
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for  our  budget*  But,  we  have  no  small,  easily  mailed  product,  with  which 
we  can  take  advantage  of  a plan  similar  to  the  one  used  by  the  dental 
surgeon  mentioned  above* 

One  basic  principle  of  merchandising,  as  well  as  of  conserving  energy,  is 
not  to  bite  off  more  than  you  can  chew  — at  one  time*  Many  large  food 
and  drug  companies  have  become  successful  through  developing  the  sales  and 
distribution  of  their  products,  one  market  at  a time.  Here  are  two  case 
histories j fictitious  names  are  used  to  preserve  the  company  name  identity. 

One  leading  manufacturer  of  canned  food  specialties,  located  in  Hew  England, 
originally  started  as  a private  brand  house.  Instead  of  advertising  their 
own  trademarked  lines,  they  were  content  to  supply  three  wholesale  food 
firms  with  canned  vegetables,  sea  foods,  baked  beans  and  similar  items* 

Since  this  manufacturing  company  had  no  sales  expense,  but  merely  acted  as 
the  production  department  of  the  three  wholesalers,  they  felt  that  they 
could  sell  at  the  lowest  market  prices,  even  competing  with  products  definite- 
ly inferior  in  quality.  This  was  a perfectly  safe  assumption,  just  so  long 
as  none  of  their  three  principal  buyers  resorted  to  price  chiseling.  But, 
in  1927,  the  company  was  suddenly  confronted  with  a demand  for  price  con- 
cessions from  all  three  of  its  buyers}  and  with  no  other  recourse,  were 
forced  to  sell  at  practically  cost  price. 

Immediately,  the  question  about  further  operations  became  acute.  Would  the 
company  resign  itself  to  the  position  of  being  in  business  without  an  oppor- 
tunity to  make  a reasonable  profit,  or  would  they  build  their  own  business? 
Like  many  manufacturers  of  private  brands,  they  did  have  very  limited  dis- 
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tribution  on  one  of  their  own  brands,  named  "Pride"  brand*  At  a meeting 
of  the  board  of  directors,  it  was  decided  to  engage  an  advertising  agency, 
and  to  promote  this  "Pride"  brand.  The  idea,  of  course,  was  the  very 
sound  one  of  building  consumer  acceptance  for  "Pride"  products,  on  which 
prices  could  be  maintained,  and  a normal  profit  obtained.  At  this  time, 
the  "Pride"  brands  of  baked  beans  and  brown  bread  seemed  to  offer  the 
best  chance  of  advertising  promotion,  since  their  was  less  competition  in 
these  items  than  in  the  regular  canned  vegetable  lines.  It  was  decided 
not  to  try  advertising  the  company* s line  of  sea  foods,  since  these  were 
high-priced  delicacies,  which  were  consequently  limited  to  the  higher  in- 
come group  of  consumers. 

At  the  time  that  advertising  of  "Pride"  Baked  Beans  and  Brown  Bread  was 
started,  the  company  had  distribution  in  only  two  New  Bigland  cities; 
Lawrence  and  Haverhill.  A newspaper  campaign  was  laid  out,  featuring 
large  size  space  units,  and  playing  up  the  theme  of  "Baked  All  Day  Long, 

In  Open  Brick  Ovens"  — "The  Kind  lour  Grandmother  Used  to  Prepare",  and 
similar  copy  angles.  lUssionery  salesmen  were  employed  for  the  intensive 
initial  sales  drive,  and  practically  100%  distribution  in  these  two  cities 
was  obtained,  on  the  strength  of  the  forthcoming  newspaper  campaign.  Not 
until  the  campaign  had  proved  out  in  these  two  markets  did  the  agency 
recommend  adding  markets  for  further  sales  effort. 

When  the  company  began  advertising  and  promoting  "Pride"  beans  and  brown 
bread,  there  was  one  competing  firm  already  established  in  the  New  England 
market.  Today,  1959,  the  "Pride*  brand  has  even  outsold  this  competitor^ 


i . «4  n < /:  • - •"  -i 

f ' ' ,aio^oa*iJUb 

. , ...  i ,!o  aJWj  atoacnq  o$  bcM 

t ■ ' I • 

. . ma  <'x*nl.'s3nlm  ad  bJbjoo  saoJtaq 

otii  lii'io  oi  uo''ee-  *b  Trf  rr-roid  naod  " o to  « bnrrtd  "y  ?,*x4n  arti 

cl  «ol*i.t».>aioo  . 1 ; v;t  -d-  v .••:  : ..cj.vIu  •: 

•.  » , j im*&  t*£u$erx  odd’  at  aad>  amaii  •eatfcl’ 

fri«nr  doal  , - yrii-u.  ’ v *u.'  ' • • i-;'"r-ir 

yi  . 3.  ..  ■ • M.  V,  - •>  - - 0 T<  V ■ *'  > V tt9  0 V0jU«  ,“d 

• , -O'-  ilC.:j 

- - \>L  •:■'  • x jH  "jV/i'i"  Jo  - • -V  • »;*•  ? t 

. j r > • < 

t - W-.'  • • . . / vl 

t . t 1 1 • I 

t > S ■ •' 

i ‘ ' • 

..  . < • 

,,  ■.  '■  ’ f-lO  < 

vn • /.  5 hv  i o <ij  ^’  ir  ■ > 3 . ai  Jx/o  Lavciq  • svs.  a I . so  aaJ  tttius 

. :.  ‘ . D . , • a Ti  E-,  ‘ ; . - • >•  1005  • 

" • ■ ,jr.n  ;j.  ivd  "j.'l  *m  J ; wO'i  bcw  r . “i  lac.i  rf:*’  Bfjdu 

,H  ■ , ci  ' . •.  . ? • " n ' • <r  j j , ■ 

1 - t • 


60. 


products  in  the  home  territory  of  New  England,  besides  adding  a broad 
national  market  for  these  same  items.  Only  one  basic  principle  is 
different  in  the  case  of  "Pride"  and  their  competitors.  The  "Pride" 
brand  has  been  promoted  step  by  step,  from  one  market  to  another;  the 
principal  competitor,  in  spite  of  a big  head  start,  has  failed  to  develop 
new  markets,  one  by  one,  and  as  a result,  has  lost  its  original  dominat- 
ing position  in  the  home  markets  of  the  six  New  England  states. 

The  case  of  a drug  manufacturer  which  contains  a parallel  to  this  is 
basically  the  same.  Starting  as  one  of  many  skin  ointments  and  soaps, 
the  company* £ products  have  been  promoted  market  by  market;  no  new  cities 
were  added  until  success  had  been  assured  in  the  current  market.  Today 
this  company  spends  between  three  and  four  hundred  thousand  dollars  per 
year  in  newspaper  advertising;  its  products  are  distributed  in  nearly  every 
drug  store  in  the  country,  and  its  profits  are  - as  may  be  surmised  - in 
proportion. 

TEST  PLAN  FOR  PROMOTION  OF  "ULARANOL" 

It  is  planned  to  use  one  basic  principle  in  our  sales  promotion  plan.  This 
is,  as  illustrated  in  the  case  of  "Pride"  brand  goods,  pay  as  you  go.  If 
all  promotion  expense  is  paid  for  our  of  past  sales  earnings,  we  feel  that 
our  chances  of  success  are  increased  immeasurably. 

Talks  with  wholesalers  of  drug  products  in  New  England  have  brought  out  the 
definite  indication  on  their  part  that  the  best  places  to  sell  skin  remedies 
is  in  highly  industrialized  city  markets.  The  type  of  hard  manual  labor 
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which  the  workers  in  these  centers  do  leaves  them  open  to  a higher  percen- 
tage of  abrasions  and  lesions  than  in  any  other  type  of  work.  True,  in 
the  South  Central  and  Middle  Western  states,  dryness  and  extremes  of  hot 
and  cold  weather  cause  much  skin  discomfort,  but  we  wish  to  operate  in  a 
market  close  enough  at  hand  to  allow  personal  checking  from  day  to  day. 

Among  the  best  city  markets  as  outlined  by  drug  wholesalers  are  New  Bedford, 
Pawtucket,  Fall  River,  Lawrence  and  Manchester,  N.  H.  In  our  choice  of  a 
single  test  market,  we  want  not  only  a city  high  in  percentage  of  skin 
cases,  but  one  close  to  our  sales  office,  and  one  where  the  cost  of  coverage 
is  low  per  capita* 

Providence,  R*  I*,  was  one  of  the  first  markets  considered.  It  is  only  40 
miles  from  Boston,  its  retail  outlets  are  closely  confined  to  the  compact 
city  district,  and  its  one  evening  newspaper  gives  extremely  high  coverage 
at  a reasonable  cost.  Although,  as  stated  earlier,  the  cost  of  paying  for 
either  a large  or  full-time  sales  force  is  too  expensive  for  our  budget, 
still  it  is  possible  to  send  two  men  to  Providence  for  initial  sales  dis- 
tribution work,  and  come  fairly  close  to  having  them  pay  their  way,  week 
by  week.  Providence  is  well  isolated  from  the  influence  of  neighboring 
city  markets.  It  is  the  wholesale  center  of  Rhode  Island,  and  all  sales 
effort  put  into  Providence  will  be  reflected  in  its  suburban  areas.  In 
other  words,  sell  Providence  and  you  sell  Rhode  Island. 

The  cost  of  having  salesmen  call  on  the  260  retail  drug  stores  located  in 
the  immediate  Providence  would  break  down  in  this  manner.  Since  the  esti- 
mates of  two  Providence  wholesalers  were  that  we  could  sell  about  1/5  of 
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the  retailers,  provided  we  used  the  wholesalers*  own  men,  we  estimate  that 
with  two  aggressive  men  concentrating  on  one  deal,  we  should  get  at  least 
75%  distribution  without  too  much  trouble.  Wholesalers*  men  are  notorious- 
ly order  takers;  what  we  need  are  bona  fide  salesmen  who  can  produce  re- 
sults in  terms  of  dollar  sales.  These  two  men,  making  as  few  as  ten  selling 
calls  per  ten-hour  day,  can  cover  the  entire  market  in  two  weeks* 

Their  sales  weapons  will  be  chiefly  the  advertising  program  of  small  but 
consistent  newspaper  advertisements,  plus  once-a-day  radio  spot  messages. 

In  addition,  they  have  a merchandise  "deal",  offering  an  initial  three- 
months  free  goods  allowance,  plus  the  combination  of  the  two  products  in  a 
single  sales  offer* 

The  cost  of  hiring  two  men  will  be  about  thirty-five  dollars  per  man  per 
week;  after  the  first  two  weeks,  we  will  probably  offer  extra  commission 
on  new  and  repeat  sales.  These  men  will  continue  to  work  on  call  backs  on 
drugstores  throughout  the  three  month  campaign,  keeping  retailers  reminded 
of  the  consumer  promotion  which  continues  from  week  to  week,  and  obtaining 
re-orders  to  keep  shelves  well  stocked* 

A newspaper  campaign,  running  three  times  per  week,  42  lines  (three  inches) 
per  insertion,  will  cost  thirty- one  dollars  a week.  Radio  announcements, 
costing  about  seven  dollars  apiece,  will  total  about  fifty  dollars  per  week* 
Sales  and  advertising  therefore,  will  total  $150*00  a week,  or  a cost  of 
approximately  $2000.00  for  the  thirteen  weeks  campaign.  But  it  seems  rea- 
sonable to  suppose  that  after  the  first  three  weeks,  returns  on  the  sales 
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of  the  two  "Claranol"  products  will  take  care  of  the  expense;  if  the 
campaign  is  successful,  the  turning  point  from  outgo  to  income  should 
show  up  by  the  end  of  eight  weeks. 
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Governmental  Regulation  of  the  Drug 
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The  manager  of  the  A.  Collins  Stewart  Co.  decided  to  submit  all  labeling 
and  advertising  material  directly  to  the  Department  of  Agriculture  in 
Washington,  D.  C.  before  making  printing  order  committments,  J?'rom  one 
source  of  information,  it  was  indicated  that  under  the  new  law  (Copeland 
Act,  June  25,  1958)  it  was  quite  probable  that  specific  regulations  would 
be  forthcoming,  although  no  date  of  issue  for  this  action  had  yet  been 
announced.  We  wished  to  be  on  the  safe  side  by  showing  a willingness  to 
comply  with  the  new  law  so  far  as  possible;  consequently,  all  the  material 
which  is  reproduced,  starting  on  Page  76  was  forwarded  to  Washington  on 
December  10,  1938. 

We  had,  at  this  time,  already  added  certain  required  material  to  our  label- 
ing, end  felt  that  it  followed  the  spirit  of  the  law  if  not  the  actual 
letter.  Knowing  that  “labeling"  included  all  written  material  accompanying 
the  product  in  interstate  shipment,  we  expected  certain  copy  changes  to  be 
required  of  us. 

So  that  the  reader  may  have  in  mind  just  what  provisions  and  penalties  are 
formulated  under  the  new  Copeland  Act,  we  reproduce  parts  of  the  Act  (to- 
gether with  comments  made  at  the  time  in  Congressional  debate  on  the  Act), 
before  showing  the  actual  material  submitted.  Bear  in  mind  that  this  is  the 
framework  of  the  Act;  the  regulations  applying  to  each  provision  are  the 
"teeth"  in  this  new  law.  Although  some  important  regulations  are  also  re- 
produced, the  interpretation  of  these  regulations  is  the  dividing  factor  in 


yjs±Iad»J[  Ubf.  > . I a J\. . ^ .•« . *\>  • «•  'jAT 


o'  . „ 1 * f.tat 

♦ • . '-(•••  • • t 

~r.oj)  il  mi  .»  fct  ■ :■  v k •.  * ‘r.  - il  *v 

■ : ' ' • ftll  • ll  | 

) . . . i , : : 

■ I ' * 

, - ...... 

iv..  cv  r.  • cj  »ft  •„  10  ’•  3Y  '*  no  ; ' : . t 


• . il  , ..  ••  £»  > 

• ‘ . . 

' aX  . 

1 •.  ' b&d’oeqxe  9*  t -taunt  Ida  © ini  fli  JoLix/iq  suJ 

. : *\o 


• . i • . ■ 

— oJ-)  >1  art  tvioA.  bxxaleqoO  vf»a 

< ( • : 

. i ; . ' '■  . ; J . ' ! : ! ■: 

• ' : " 

. 3 ■ : .-  j'  ■_  • i ” 

tti  • 


65 


the  last  analysis. 

Immediately  following  the  "Prohibited  Acts  and  Penalities”  section  is  the 
labeling,  pamphlet  and  sales  help  copy  which  was  submitted  to  the  Depart- 
ment of  Agriculture  on  December  10,  1938, 

On  June  25,  1938,  the  Copeland  Act,  known  as  the  Federal  Food,  Drug  and 
Cosmetic  Act,  was  finally  enacted  by  the  Senate  and  House  of  Representatives 
of  the  United  States  to  regulate  the  interstate  commerce  of  all  foods,  drugs, 
devices  and  cosmetics  produced  commercially.  Since  the  Act  deals  in  nega- 
tive terms,  stating  what  must  not  be  done  by  manufacturers  of  products  coming 
under  these  headings,  we  present  here  the  section  titled  "Prohibited  Acts" 
in  order  to  show  the  scope  of  activity  which  the  Law  covers. 


"CHAPTER  III— PROHIBITED  ACTS  AND  PENALTIES 
Prohibited  Acts 

" (1)*  Sec,  301,  The  following  acts  and  the  causing  thereof  are  hereby  prohib- 
ited: 

” (a)  The  introduction  or  delivery  for  introduction  into  interstate  commerce  of 
any  food,  drug,  device,  or  cosmetic  that  is  adulterated  or  misbranded, 

M (b)  The  adulteration  or  misbranding  of  any  food,  drug,  device,  or  cosmetic 
in  interstate  commerce, 

" (c)  The  receipt  in  interstate  commerce  of  any  food,  drug,  device,  or  cosmetic 
that  is  adulterated  or  misbranded,  and  the  delivery  or  proffered” 


(1)*  Public — No,  717 — 75th  Congress,  Chapter  675 — 3d  Session.  S,5  Page  3. 
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delivery  thereof  for  pay  or  otherwise. 

"(d)  The  introduction  or  delivery  for  introduction  into  interstate 
commerce  of  any  article  in  violation  of  section  404  or  505. 

"(a)  The  refusal  to  permit  access  to  or  copying  of  any  record  as  re- 
quired by  section  703. 

”(f)  The  refusal  to  permit  entry  or  inspection  as  authorised  by  section 

704. 

"(g)  The  manufacture  within  any  Territory  of  any  food,  drug,  device,  or 
cosmetic  that  is  adulterated  or  misbranded. 

"(h)  The  giving  of  a guaranty  or  undertaking  referred  to  in  section  305 
(c)  (2),  which  guaranty  or  undertaking  is  false,  except  by  a person  who 
relied  upon  a guaranty  or  undertaking  to  the  same  effect  signed  by,  and 
containing  the  name  and  address  of,  the  person  residing  in  the  United 
States  from  whom  he  received  in  good  faith  the  food,  drug,  device,  or 
cosmetic;  or  the  giving  of  a guaranty  or  undertaking  referred  to  in  sec- 
tion 303  (c)  (5),  which  guaranty  or  undertaking  is  false. 

"(i)  Forging,  counterfeiting,  simulating,  or  falsely  representing,  or 
without  proper  authority  using  any  mark,  stamp,  tag,  label,  or  other 
identification  device  authorised  or  required  by  regulations  promulgated 
under  the  provisions  of  section  404,  406  (b),  504,  or  604. 

n 

(j)  The  using  by  any  person  to  his  own  advantage,  or  revealing,  other 
than  to  the  Secretary  or  officers  or  employees  of  the  Department,  or  to 
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the  courts  when  relevant  in  any  judicial  proceeding  under  this  Act,  any 
information  acquired  under  authority  of  section  404,  505,  or  704  concern- 
ing any  method  or  process  which  as  a trade  secret  is  entitled  to  protec- 
tion* 

"(k)  The  alteration,  mutilation,  destruction,  obliteration,  or  removal 
of  the  whole  or  any  part  of  the  labeling  of,  or  the  doing  of  any  other 
act  with  respect  to,  a food,  drug,  device,  or  cosmetic,  if  such  act  is 
done  while  such  article  is  held  for  sale  after  shipment  in  interstate 
commerce  and  results  in  such  article  being  misbranded* 

"(1)  The  using,  on  the  labeling  of  any  drug  or  in  any  advertising  relat- 
ing to  such  drug,  of  any  representation  or  suggestion  that  an  application 
with  respect  to  such  drug  is  effective  under  section  505,  or  that  such 
drug  complies  with  the  provisions  of  such  section*1' 


Penalties  which  may  be  incurred  from  violation  of  the  provisions  contained 
in  Section  501  reproduced  above,  are  summarized  in  the  first  two  paragraphs 
of  Section  305*  They  are  so  designed  as  to  be  effective  deterrents  in  the 
case  of  any  manufacturer  who  might  wish  to  circuvent  the  provisions  of  the 
Act* 


"♦Penalties 

"Sec*  505*  (a)  Any  person  who  violates  any  of  the  provisions  of  section  301 
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. shall  be  guilty  of  a misdemeanor  and  shall  on  conviction  thereof  be  sub- 
ject to  imprisonment  for  not  more  than  one  year,  or  a fine  of  not  more 
than  $1,  000,  or  both  such  imprisonment  and  fine;  but  if  the  violation  is 
committed  after  a conviction  of  such  person  under  this  section  has  become 
final  such  person  shall  be  subject  to  imprisonment  for  not  more  than  three 
years,  or  & fine  of  not  more  than  $10,000,  or  both  such  imprisonment  and 
fine* 

"(b)  Notwithstanding  the  provisions  of  subsection  (a)  of  this  section,  in 
case  of  a violation  of  any  of  the  provisions  of  section  501,  with  intent 
to  defraud  or  mislead,  the  penalty  shall  be  imprisonment  for  not  more  than 
three  years,  or  a fine  of  not  more  than  $10,000,  or  both  such  imprisonment 
and  fine*” 

The  section  of  the  Act  which  is  of  primary  concern  to  manufacturers  already 
established  in  the  business  of  manufacturing  drugs,  is  Section  502  of  the 
Act,  which  designates  the  manner  of  determining  if  a drug  or  device  is  "mis- 
branded" * Rather  than  cite  directly  from  the  Act  itself,  we  give  below  both 
quotations  from  Section  502,  together  with  regulations  applying  to  each 
provision,  and  also  Congressional  comment  which  was  carried  on  just  prior  to 
the  passage  of  the  Act* 

Sec*  502  of  the  Copeland  bill  states  (l)*  "A  drug  device  shall  be  deemed 
to  be  misbranded  - (a)  if  its  labeling  is  false  or  misleading  in  any  par- 
ticular*" 
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Congressional  comment  on  this  requirement  is  principally  concerned  with 
therapeutic  claims  for  the  product,  and  says  in  part  *(2)  "Certainly  a 
consumer  has  the  right  to  know,  when  it  is  a fact,  that  the  representa- 
tions of  curative  value  have  only  a narrow  and  limited  support;  and  if 
its  labeling  fails  to  reveal  that  fact  - than  the  labeling  may  be  regard- 
ed as  misleading." 

"However,  the  misleading  character  of  the  label  may  be  corrected  by  an 
appropriate  qualifying  statement  revealing  this  — fact." 

This  view  is  carried  out  in  the  action  of  the  Department  in  their  letter 
to  the  A*  Collins  Stewart  Company  of  January  15,  1939,  when  they  rule  out 
such  broad  phrases  as  "For  all  skin  conditions";  although  we  might  have 
made  such  a claim  heretofore,  we  must  qualify  this  type  of  statement  to 
read  "For  minor  skin  irritations*  or  change  it  to  some  other  specifically 
restricted  claim. 

*(1)  (b)  "A  drug  or  device  shall  be  deemed  to  be  misbranded  •••:  If  in 

package  form  unless  it  bears  a label  containing,  (1)  the  name  and  place 
of  business  of  the  manufacturer,  packer  or  distributor." 

On  our  revised  label  which  was  returned  to  the  Department,  not  only  was 
•A.  Collins  Stewart  Co."  listed  as  the  manufacturer  of  Cl&ranol  Ointment, 
but  as  "distributor*  for  Claranol  Soap.  Made  under  our  formula  and 
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directions,  nevertheless  Claranol  Soap  is  not  produced  at  our  laboratory, 
hence  we  are  "distributors"  and  must  be  listed  as  such, 

*(1)  (b)  "A  drug  or  device  shall  be  deemed  to  be  misbranded.,,* *  If  in 
package  form  unless  it  bears  a label  containing  — (2)  an  accurate  statement 
of  the  contents  in  terms  of  weight,  measure  or  numerical  count." 

*(2)  In  Regulations  (E),  (1)  and  (2)  under  Section  502  (b),  issued  December 
22,  1958,  effective  June  25,  1959,  it  is  made  clear  that  "net  weight"  is 
designated  in  the  case  of  our  own  product.  This  addition  of  an  exact 
statement  of  weight  will  give  a common  denominator  of  value  for  all  persons 
purchasing  skin  ointments  and  preparations.  We  feel  it  will  be  helpful  in 
our  own  case,  for  quick  comparisons  on  price  values. 

■*(1)  (c)  The  next  requirement,  relating  to  the  prominence  of  required  label- 
ing shows  that  it  is  the  intention  to  have  all  required  statements  given 
sufficient  display,  and  to  have  them  appear  on  the  principal  panels  of  the 
package.  In  our  own  case,  it  was  necessary,  after  noting  how  much  informa- 
tion was  to  be  placed  on  the  package  label,  to  make  ours  a wrap-around 
label*  (See  Label  #2,  Exhibit  Page  74AJ . Only  in  this  way  could  we  have  all 
statements  in  reasonable  display  size  and  at  the  same  time  avoid  making  it 
nothing  but  a closely  crowded  printed  label.  The  law  itself  reads  •••• 
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■A  drug  or  device  shall  be  deemed  to  be  misbranded  . 

*(1)  (c)  If  any  word,  statement,  or  other  information  required  by  or  under 
authority  of  this  act  to  appear  on  the  label  or  labeling  is  not  prominent- 
ly placed  thereon  with  such  conspicuousness  (as  compared  with  other  words, 
statements,  designs  or  devices,  in  the  labeling)  and  in  such  terms  as  to 
render  it  likely  to  be  read  and  understood  by  the  ordinary  individual  under 
customary  conditions  of  purchase  and  use." 

We  followed  this  * wrap-around"  label  on  both  the  combination  jar  and  the 
outside  cardboard  carton,  using  display  type  to  emphasize  the  different 
required  sub-headings  and  statements.  "Glaranol  Ointment  and  Soap"  as  a 
signature  appears  only  once  in  large  display,  and  even  here  it  is  not  or 
such  prominence  as  to  destroy  the  legibility  of  the  other  statements  which 
appear  on  the  label* 

*(1)  Sec*  D,  under  Sec*  502  of  the  Gopeland  Act  requires  that  any  habit- 
forming drug,  or  compound  containing  such  an  article  must  be  labelled  with 
the  "name,  quantity  and  percentage  of  such  substance  or  derivative  and  in 
juxtaposition  therewith  a statement  "Warning — May  be  habit  forming!"  For- 
tunately, we  have  no  such  problem  in  the  case  of  our  externally  applied 
ointment  or  soap* 

*(1)  Sec.  E,  under  Sec*  502,  Copeland  Act,  pertains  to  the  listing  of 
ingredients  contained  in  the  product.  It  says  "A  drug  or  device  shall  be 
deemed  to  be  misbranded  (M)  if  it  "(does  not  include)"  the  common,  or  usual 
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name  of  each  active  ingredient,  including  the  quantity,  kind  and  propor- 
tion of  any  alcohol,  and  also  including"  (following  this  is  a long 

list  of  specified  drugs,  such  as  acetanilid,  atropine,  bromides,  ether, 
digitalis,  strychnine,  etc,) 

*(1)  The  formula  of  all  products  must  be  submitted  with  the  application 
for  registration  of  "new"  drugs  - which  also  includes  old  drugs  recom- 
mended for  new  uses. 

(p)  The  definition  of  a "new  drug"  is  ...  "if  at  any  time  prior  to  the 
enactment  of  this  Act  it  was  subject  to  the  Food  and  Drugs  Act  of  June 
50,  1906,  as  amended,  and  if  at  such  time  its  labeling  contained  the  same 
representations  concerning  the  conditions  of  its  use}  or  (2)  Any  drug  the 
composition  of  which  is  such  that  such  drug,  as  a result  of  investigations 
to  determine  its  safety  for  use  under  such  conditions,  has  become  so 
recognized,  but  which  has  not,  otherwise  than  in  such  investigations,  been 
used  to  a material  extent  or  for  a material  time  under  such  conditions," 

In  this  manner  "Claranol",  never  before  indicated  for  specific  treatments 
to  the  public,  is  now  so  recommended  to  the  consumer  for  certain  uses,  and 
hence  becomes  a "new"  drug.  However,  the  quantity  of  each  component  drug 
is  not,  as  yet,  required  to  appear  on  the  label.  This,  of  course,  is  in 
protection  of  the  many  formulae  which  would  be  exposed  to  the  use  of  com- 
petitors if  such  proportions  had  to  be  stated. 

Here  is  one  illuminating  discussion  about  the  statement  regarding  component 
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drugs  and  their  listing  on  the  label  of  a given  product  package, 

*(l)  "Fabricated  Drugs:  Kr,  Lee  "(la  explanation  of  the  changes  made  in 

the  bill  by  the  Conference  Committee)  ,.."The  bill  as  agreed  upon  in 
conference  requires  tbs  label  of  all  drugs,  except  those  recognised  in 
the  official  compendium,  which  are  fabricated,  to  bear  the  paries  of  each 
ingredient r yy^egs  exempted  by  regulations  on  the  ground  of  impractica- 
bility. A disclosure,  ±s  required f but  the.  Secretary  may  .prescribe  regu- 
lations relievlng-of-  _that  disclosure  in  the  case  of  these  fabricated 
drugs,” 

"Directions  for  use*  must  also  appear  on  the  labeling  of  drug  products. 
*(£)  In  Section  (f)  of  Sec,  502,  a drug  — "may  be  deemed  misbranded  (f) 
unless  its  labeling  bears  (1)  adequate  directions  for  use";  and,  it 
continues,  unless  proper  doseage  is  indicated  in  order  to  guard  against 
possible  injurious  use  of  the  product  by  the  consumer. 


♦Ref,  #1  - House  debate,  June  15,  1958,  83d  Congressional  Record,  Pg. 

11850,  Commerce  Clearing  House,  Inc,  Par,  4045,06, 

♦Ref,  #2  - Public — Ho,  717 — 75th  Congress,  Chapter  675 — 3d  Session,  S.5 
Pg.  12. 
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JAR  LABEL  DESIGNS 


CLA RAN 

U.  S Reg*  Trade  Mark. 

Antiseptic,  Antiphlogistic,  Antipkjjhjtig  preparation  of 

efficiency  in  the  treatment  of  Eruptive,  Suppurative,inflaninintoiy 
conditions  of  the  skin.  Literature  to  physicians  exclusively. 


PREPARED  ~ ^ 

Go  . 

Established  1900. 

Supplied  by  Wholesale  Druggists.  BOSTON 


BY 


APPLICATION. 

As  an  ointment  for  disfiguring 
or  itcKinp,  burning  and 
smarting  shin  lesions. 

NEVEIJ  RANCID. 

Keep  covered  and  in  a 
moderately  cool  place. 

STEWARTS  CLARANOL  SQ/VP 
is  a valuable  adjunct 
to  this  ointment. 


Original  OINTMENT  LABEL, black. type 
on  white  backgound; — 1906-1939s 


FOB  SKIN  IRRITATIONS 


CLARANOL 


OINTMENT  AND  SOAP 

Prsscribsd  by  physicians  sines  1900  far  the  rsllsf  of 
the  discomforts  caused  by  eczema,  psoriasis,  burns, 
sunburn,  insect  bites  — and  other  skin  irritations. 


CLARANOL  BRINGS  RELIEF 


An  antiseptic,  antiphlogistic,  and  antipruritic  preparation 
containing  Boric  Acid,  Oil  of  Eucalyptus,  Camphor, 
Phenol,  Salicylic  Acid,  and  Thymol  in  a specially 
processed  base  of  lanolin,  Petroleum,  and  Zinc  Oxide. 

NET  WEIGHT  — OINTMENT  — 2Vj  OZ 
NET  WEIGHT  — SOAP  — \ OZ 


boston- 

APPLIABLE  WITHOUT  PRESSURE 


First  revision, COMBINATION  JAR 
LABEL, in  two-tone  blue  and  whites 


FKfi\,T  0 F PACK  A ,1  f ’ w 1 ' 


CLARANOL  • f OR  MINOR  SKIN  IRRITATIONS*  C L A R A,  N O l 


Second  revision, COMBINATION  JAR 
LABEL, with  changes  per  regulations. 


SYPHILITIC  SKIN 


lull 
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Hsaponis  claranol 

(U.  S.  Reg.  Trade  Mark) 

, {MEDICATED) 

A Sorip  of  efficiency  in  the  treatment  of  disfiguring  eruptive  div  rders 
and  irritated  conditions  of  the  sltin. 

A.  COLLINS  STEWART  CO.,  Makers,  Boston 

Supplied  by  THK  EASTERN  IJKl'Ci  CO..  Bo*t«n.  Mass. 


.Original  SOAP  LABEL  (above) 
appears  as  white  band 
against  dark  blue  coated 
paper  wrapper; 1906-19 39. 


First  revision  of  SOAP’ LABEL 
for  carton. Engraver rs  plate, 
to  show  formula  on  back. 


Second  revision  of 
SOAP  CARTON  label; 
formula  on  front 
panel  of  label. 


CLARANOL 


MEDICATED  SOAP 
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We  felt  that  our  compound,  in  use  for  almost  forty  years,  and  promoted 
for  sale  only  by  means  of  doctors*  and  druggists*  prescriptions  had 
qualified  as  a reliable,  non-injurious  skin  remedy.  This  is  apparently 
the  opinion  of  the  Department,  as  shown  by  their  second  letter  condi- 
tionally accepting  "Claranol"  Ointment, 

But  we  are  starting  at  the  very  beginning  in  the  problems  of  reaching  and 
convincing  prospects  that  here  is  a probable  solution  of  their  skin  dis- 
orders, We  must  be  much  surer  of  our  way  than  established  products;  our 
resources  must  not  be  wasted  in  the  expensive  process  of  discarding 
printing  plates,  printed  cartons  and  pamphlets.  Therefore,  we  have  been 
particularly  careful  to  make  as  certain  as  possible  that  we  are  correct 
at  the  start. 

As  we  first  sent  our  material  on  labeling  to  Washington,  it  followed 
nearly  all  requirements  and  restrictions  as  then  issued.  No  sooner  was 
the  material  on  its  way  to  Washington  than  new  regulations  were  announced, 
as  of  December  22,  1938,  effective  June  29,  1939, 

These  made  obsolete  practically  all  statements  and  phrases  contained  on 
our  new  label.  To  illustrate,  look  over  the  first  letter  reproduced  on 
Page  88  and  consider  how  little  is  left  to  say  about  the  product  and  its 
uses  from  all  that  we  submitted  for  departmental  approval. 

It  was  at  this  point  that  we  decided  to  secure  the  best  professional  assistance 
in  revising  our  material,  and  completely  revamp  all  therapeutic  indications  in 
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the  labeling  statements  and  claims,  making  corrections  and  changes  in- 
dicated in  the  Departments*  letter. 

Here  are  the  three  "Claranol"  Ointment  labels;  #1  is  the  original  label, 
adopted  by  Stewart  in  1901,  and  revised  under  the  1906  Pure  Food  and  Drug 
Law.  #2  is  the  original  conception  of  Claranol* s new  combination  Oint- 
ment and  Soap  label,  prepared  by  three  persons  who  specialize  in  this 
work.  #3  is  the  new  combination  label  as  revised  in  accordance  with  the 
corrections  and  restrictions  given  in  the  Departments*  letter  of  January 
13,  1939.  (See  Pages  74-A,  74B) 

Sppg.il 

CLARANOL 

U.  S.  RAG.  TRADE  MaRK 

"ANTISEPTIC,  ANTIPHLOGISTIC,  ANTIPRURITIC  preparation  of 
efficiency  in  the  treatment  of  Eruptive,  Suppurative, 
inflammatory  conditions  of  the  skin.  Literature  to 
physicians  exclusively. 

Prepared  by 
A.  Collins  Stewart  Co. 

Established  1900 

Supplied  by  Wholesale  Druggists  Boston 

APPLICATION 

"As  an  ointment  for  disfuguring  or  itching,  burning  and 
smarting  skin  lesions. 
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NEVER  RANCID 

"Keep  covered  and  in  a moderately  cool  place, 

STEWART* S OLARANOL  SOAP 
is  a valuable  adjunct  to  this  ointment." 


copy  ..ig 

FOR  SKIN  IRRITATIONS 

OLARANOL 

Ointment  and  Soap 

"Prescribed  by  physicians  since  1900  for  the 
relief  of  the  discomforts  caused  by  eczema,  psoriasis, 
burns,  sunburn,  insect  bites  — and  other  skin 
irritations, 

OLARANOL  BRINGS  RELIEF 

"An  antiseptic,  antiphlogistic,  and  antipruritic 
preparation  containing  Boric  Acid,  Oil  of  Eucalyptus, 
Camphor,  Phenol,  Salicylic  Acid,  and  Thymol  in  a 
specially  processed  base  of  Lanolin,  Petroleum,  and 
Zinc  Oxide, 

Net  Weight  - Ointment  - 2^  oz. 

Net  Weight  - Soap  - ^ oz. 

A.  Collins  Stewart  Co.  Boston,  Mass. 


APPLIABLE  WITHOUT  PRESSURE 


..  w 

. ...  '•  J ' 

C ■ l . . . L ^ . 

” . . - ‘ 


— ^ . . 


1 & I Xakj.  tf-A*--  aL  *l 

«_GL  .^iuJ 

i>fi3  ^fibaJnlO 

U!\:  toU  CC42JL  fevu.  visit  >ir  \r" 

, , ' . 

— , • . . , 

• i K 

. *.l*  . ci  ■'  X.  't  «j  i kjif  -i  0 

3.!  ; i.  . r ' . i a. I.  .-•  ‘ . . . a 

. . , . ■ . 

toi  iA  oi  ’vpllj*8  t JicnadS  triafMr 

.•  .".2  . 

• a'  G - oT-C  ’."■ls  “ 1 

. O k - v-C"1  - r-  ■ » 

• u ^oizc£  *o‘J 

■ - . t .1  '.  . J.  li  w . -*J  -J-  ... 


* * * 


77 


Immediately  below  we  show  how  these  statements  appearing  above  have  been 
changed  in  accordance  with  the  instructions  received  from  the  Department 
of  Agriculture  (January  15,  1939). 

(Copy  for  Claranol  Combination  Jar  and  Package  Label  - same  label  to  be 
used  on  both  box  and  jar) 

Copy  #5  Prescribed  by  Physicians  Since  1900 

CLARANOL 

Ointment  and  Soap 
In  Combination  Jar 
CLARANOL  OINTMENT 
Net  Weight  2^  oz . 

"Contains:  Salicylic  Acid,  Boric  Acid, 

Zinc  Oxide,  Oil  Eucalyptus,  Camphor, 

Menthol,  Thymol,  in  a specially  pro- 
cessed base  of  Petrolatum,  Paraffin,  and 
Lanolin. 

For  Minor  Skin  Irritations 
Antiseptic  Antipruritic 

n CLARANOL  OINTMENT  may  be  applied  freely 
without  pressure  for  the  relief  of  the 
discomforts  of  burning  or  itching  in 
various  skin  irritations  as  described  in 
the  circular  enclosed  in  this  package  and 
as  prescribed  by  your  physician. 
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Soothing  and  Non-poisonous. 

Manufactured  by  A*  COLLINS  STEY/ART  COMPANY, 

Boston,  Mass*" 

The  copy  for  "Claranol"  soap  labels,  original,  and  as  revised  twice, 
show  even  more  clearly  the  way  in  which  the  new  Food  and  Drug  Act  has 
changed  labelling.  The  original  label  reads: 

SAPONIS  CLARANOL 

Rx  (0.  S.  REG.  TRADE  MARK) 

(MEDICATED) 

”A  Soap  of  efficiency  in  the  treatment  of  disfiguring 
eruptive  disorders  and  irritated  conditions  of  the  skin, 

A.  COLLINS  STEWART  CO.,  Makers,  Boston 
"Supplied  by  THE  EASTERN  DRUG  CO.,  Boston,  Mass. 

INDICATIONS 

"Pruritus,  Acne,  Seborrhea,  Comedo,  Bromidrosis,  Eczema 
(specific  varieties).  Psoriasis,  Herpes  (progenitalis). 

Leg  Ulcer,  Tinea  Barbae,  Syphilitic  Skin  Lesions." 

Also  included  in  the  original  Soap  package,  is  a tissue  wrapper  extolling 
the  virtues  of  Claranol  Soap.  We  have  no  similar  wrapper  in  the  new 
package,  but  we  do  include  a description  of  the  soap  and  its  uses  in  our 
new,  revised  pamphlet  material.  (See  Page  85,  last  paragraph) 
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(Copy  appearing  on  tissue  wrapper,  original  package  of  soap.) 

CLARANOL  SOAP 

Rx  (Saponis  Claranol) 

MEDICATED 

U.  S.  Reg,  Trade  Mark 

"Claranol  Soap  is  guaranteed  to  contain  a medication  and  is  made  of  the 
highest  and  purest  grade  of  soap  manufacturing  materials.  Its  efficiency 
as  a medicinal  agent  for  Disfiguring,  Itching,  Burning,  Smarting  and 
Scaly  skin  affections  has  long  since  been  demonstrated. 

"Its  value  as  a toilet  requisite  for  the  simpler  forms  of  skin  annoyances 
as  Chapped  face  and  hands  or  Roughness  and  Chafing  is  readily  appreciated 
by  its  use. 

"Skin  diseases  associated  with  unbearable  itching  and  becoming  worse  on 
retiring  are  pleasantly  allayed  by  bathing  the  parts  with  Hot  7/ater  and 
Claranol  Soap. 

"Disfiguring  facial  blemishes,  pimples  (acne)  a pustular  affection,  or 
Blackheads  (comedo)  are  aided  to  a healthy  skin  condition  by  frequently 
applying  a lather  of  Claranol  Soap  well  rubbed  in  and  steamed  with  towels 
wrung  out  in  Hot  Water. 

"Claranol  Soap  is  a valuable  shampooing  agent  and  recommended  for  use  in 
seborrhea  the  most  common  of  scalp  diseases  and  is  associated  with  Itch- 
ing and  an  excess  of  secretions  of  the  sebacious  glands,  dandruff  and 
falling  hair. 


"As  a refreshing,  cooling  and  soothing  bath  for  tired,  aching,  swollen 
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feet,  Claranol  Soap  will  be  found  to  possess  many  of  the  essentials  of 
a high  grade  foot  soap, 

“For  the  relief  of  Bromidrosis  a disease  characterized  by  excessive  per- 
spiring of  the  feet,  giving  a fetid  disagreeable  odor  and  rendering  the 
parts  exceedingly  tender,  Claranol  Soap  will  be  found  of  value* 

A.  Collins  Stewart  Co.,  Makers, 

Boston,  Mass. 

"Your  druggist  has  our  soaps  in  stock  or  can  readily  obtain  them  for  you 
through  any  of  the  following  wholesale  drug  houses  of  Boston. 

Eastern  Drug  Co.,  20  Fulton  St. 

Carter,  Carter  & Meigs  Co.,  20  Merrimac  St. 

Gilman  Bros.,  50  Franklin  St.® 

In  contrast  copy  on  our  first  and  second  revisions  contains  only  the  fol- 
lowing statements.  The  second  revision  places  al^  printed  material  on 
the  front  label  panel,  instead  of  having  the  formula  appear  on  the  back 
(see  photostat  reproductions,  revised  soap  labels  #1  and  #2,  Page  74B). 

The  only  change  of  copy  in  the  second  revision  was  the  addition  of  the 
words  "Distributed  by"  which  was  required  to  appear  in  conjunction  with 
the  name  "A.  Collins  Stewart  Co.,n  the  other  change  was  the  re-arrange- 
ment in  the  order  in  which  the  list  of  ingredients  is  set  down. 


(Copy  for  Claranol  Medicated  Soap  Package) 
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CLARANOL 
MEDICATED  SOAP 

AN  ACCESSORY  0*'  CLARANOL  OINTMENT 

"CLARANOL  SOAP  Contains  Boric  Acid, 

Salicylic  Acid,  Zinc  Oxide,  Oil  of 
Eucalyptus,  Thymol,  Menthol,  Camphor, 

Tallow,  Cocoanut  Oil,  Petrolatum,  end 
Lanolin. 

Net  Weight  Sj  ounces. 

Distributed  by  A.  COLLINS  STEWART 
COMPANY,  Boston,  Mass." 

This  label  material,  which  shows  the  drastic  changes  that  each  revision 
has  brought  about,  is  reproduced  on  the  following  pages. 

Please  note  that  on  December  10,  1938,  we  included  our  first  revision 
of  labels,  for  both  the  combination  jar  and  soap.  The  illustrations 
shoving  how  these  new  labels  were  finally  revised  are  also  reproduced 
on  the  same  page.  (Pages  74A,  74B) 

To  understand  the  reasoning  behind  these  changes,  read  carefully  the 
letter  from  the  Department  of  Agriculture,  dated  January  13,  1939, 
which  is  transcribed  on  Page  88. 
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Back  cover  ' 1 Front  cover' 


This  art  work 
will  be  used 
for  new  adver- 
tising leaflet, 
with  changes  in 
copy  to  meet  new 
regulations • 
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(First  draft  of  new  pamphlet  — Claranol  Soap  and  Ointment  - submitted 
December  10,  1938) 

(Copy  for  Fage  1) 

Claranol  Ointment  and  Soap 
Prescribed  by  Physicians 
Since  1900 

(Copy  for  Page  2) 

IN  TJS£  SINGE  1900 

"Claranol  has  been  prescribed  by  physicians  since  1900* 

Generally  speaking  Claranol  is  indicated  in  cutaneous 
inflammatory  processes,  both  Indiopathic  and  Traumatic* 

More  specifically,  Claranol  will  be  found  extremely 
valuable  for  the  relief  of  the  discomfiture  caused  by 
Chronic  Eczema,  Palmar  Eczema,  Tetter,  Fissured  Tissue, 
external  itching  piles,  Herpes,  Psoriasis,  Erythema, 

Tinea,  Boils,  Pruritus  Vulvae,  Irritations  from  Ivy  Oak, 

Insect  Bites,  Scalds  and  in  many  other  cases  where  the 
skin  or  tissue  is  involved, 

DO  NOT  ATTEMPT  TO  DIAGNOSE  YOUR  OWN  SKIN  CONDITION 
Consult  your  physician  and  be  guided  by  his  advice, 

OF  SPECIAL  INTEREST  TO  PHYSICIANS 
"Claranol  is  An  tiseptic*-Antiphlogis  tic— Antipruritic 
Claranol  may  be  applied  without  rubbing  or  pressure 
Claranol  may  be  applied  under  bandage 


METHOD  OF  MANUFACTURE 
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"The  manner  of  manipulating  the  several  ingredients  of 
Claranol,  in  its  manufacture,  is  the  special  feature  which 
makes  the  ointment  of  sterling  worth.  The  chemicals  com- 
prising the  base  are  fused  in  an  especially  prepared 
crucible  before  being  compounded  with  the  remaining  medica- 
ments, and  it  is  this  stage  in  its  manufacture  which  renders 
the  fat  molecule  composing  Claranol  of  such  fine  sub-division. 
Before  completion  it  is  subjected  to  the  action  of  a hot 
roller  process  which  further  enhances  the  process  of  sub- 
division and  thoroughly  disseminates  the  medication.  The 
most  rigid  antiseptic  precautions  are  observed  throughout 
the  process, 

(Copy  for  footnote.  Page  2) 

"♦Tested  by  Arthur  D,  Little,  Inc,,  Chemists  and  Engineers, 
Cambridge,  Mass,,  June  11,  1938  using  method  prescribed  by 
Circular  #198  published  by  the  United  States  Department  of 
Agriculture  and  bearing  the  title  United  States  Food  & Drug 
Administration  Methods  of  Testing  Antiseptics  and  Disinfect- 
ants, 


DIRECTIONS  FOR  USE 

"Care  should  be  employed  in  preparing  the  denuded  part  to 
which  an  application  of  Claranol  is  to  be  made.  Wash  the 
parts  with  warm  water  and  CLARANOL  SOAP,  dry  and  simply 
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anoint  parts  with  Claranol.  00  NOT  USE  ANY  OTHER  SOAP  for 
best  results*  A mild  or  saturated  solution  of  Baracic 
Acid  may  be  used  if  for  some  reason  CLARANOL  SOAP  is  not 
available  or  ablution  is  not  desired.  In  any  case  where  a 
more  constant  application  is  demanded  than  can  be  acquired 
by  sinrply  anointing  the  parts  CLARANOL  may  be  covered  by 
antiseptic  gauze  or  sterilized  cotton  without  fear  of 
irritating  results. 

CLARANOL  FOR  BURNS — SCALDS — INSECT  BITES 
" Always  keep  a jar  of  CLARANOL  handy  in  your  kitchen  or 
medicine  cabinet.  It  gives  quick  relief  and  hastens  growth 
of  new  skin.  Apply  Immediately  and  freely  to  affected  parts, 
covering  with  gauze  or  bandage  if  desired. 

CLARANOL  tm  SUN  BURN— CHAPPED  OR  CRACKED  HANDS 
" Cl&ranol  is  soothing  and  aids  healing.  Apply  directly  and 
immediately  following  exposure.  May  be  applied  without 
pressure  in  case  of  sun  burn.  For  chapped  or  cracked  hands 
rub  in  thoroughly — leave  on  over  night  and  wash  thoroughly 
with  CLARANOL  SOAP.  Also  excellent  for  rough  hands  caused 
by  necessary  household  duties. 

CLARANOL  FOR  BABIES 

"Both  Cl&ranol  and  Claxanol  Soap  are  excellent  for  baby*s  bath. 
Cl&ranol  is  liked  by  both  babies  and  mothers  because  it  may  be 
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applied  WITHOUT  PRESSURE, 


BUY  FROM  YOUR  OWN  DRUGGIST 

"If  your  druggist  does  not  have  the  new  OINTMENT  AND  NEuESSARY 
SOAP  combination  package  or  the  large  cake  of  OLARANOL  SOAP 
in  stock  he  will  gladly  order  it  for  you. 

ULARANOL  is  sold  in  only  one  size, 

The  new  OINTMENT  AND  NECESSARY  SOAP 

Combination  package  $1.25 

The  large  cake  of  OLARANOL  SOAP 

(Medicated)  .55 

"Claranol  is  a blended  formula  of  Boric  Acid,  Salicylic  Acid, 
Oil  of  Eucalyptus,  Camphor,  Menthol  and  Thymol  in  a 
specially  processed  base  of  Lanolin,  Petroleum  and  Zinc 
Oxide. 

A.  Collins  Stewart  Company 
Main  Office,  Little  Building,  Boston,  Mass. 
Laboratories,  Brighton,  Boston,  Mass. 

(Copy  for  Inside  of  Folder) 

CLARANOL  MEDICATED  SOAP 

"For  many  years  physicians  have  been  using  the  soap  method 
of  dermal  medication.  By  its  use,  in  connection  with  a 
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good  ointment,  the  diseased  parts  are  kept  constantly 
under  the  "medicated  ban"* 


"The  identical  medicinal  substances  entering  into  the 
formula  of  CLARANOL  are  incorporated  in  CLARANOL  SOAP. 

You  may  safely  use  CLARANOL  SOAP  and  water  at  any  time 
to  keep  the  skin  lesions  free  from  hardened  crusts,  lie 
recommend  that  you  use  only  CLARANOL  SOAP  for  best  re- 
sults. 

THE  NEW  CLARANOL  PACKAGE 

"After  months  of  research  and  experiment  we  have  developed 
this  new 

OINTMENT  AND  NECESSARY  SOAP  PACKAGE 
"In  this  new  package  you  have  both  the  soap  and  the  oint- 
ment free  from  dirt  and  impurities.  Simply  dry  the  soap 
after  using  and  replace,  screw  on  the  jar  cap.  Thus  you 
always  have  the  soap  handy  and  in  a sanitary  condition. 
The  combination  package  simplifies  the  carrying  of 
CLARANOL  AND  NECESSARY  SOAP  with  you  when  traveling. 

CLARANOL  SOAP  Jj'OR  YOUR  SKIN OR  THE  BABY'S  BATH 

"uLARANGL  SOAP  is  grand  for  the  baby* s bath — particularly 
in  hot  summer  months.  If  you  are  troubled  by  surface 
facial  blemishes  try  a good  lather  of  CLARANOL  SOAP  well 
rubbed  in  and  follow  by  hot  towels.  In  stubborn  cases 
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apply  a light  covering  of  ULARANOL  well  rubbed — wash  again 
with  ULARANOL  SOAP  in  the  morning, 

"You  will  find  uLARANOL  SOAP  most  soothing  and  healing  for 
face  and  hands  after  a day  of  Skiing,  Skating,  Boating, 
Swimming,  etc, 

"In  Bromidrosis  frequent  bathing  of  the  feet  with  ULARANOL 
SOAP  is  recommended.  Frequent  bathing  with  ULARANOL  SOAP 
also  relieves  hot  and  tired  feet. 

"In  Seborrhoea  a shampoo  with  ULARANOL  SOAP  keeps  the  scalp 
dear.  It  will  not  harm  the  natural  color  of  the  hair. 

"uLARANOL  SOAP  may  be  obtained  in  large  size  from  your 
druggist.  If  he  does  not  have  it  he  will  be  glad  to  order 
it  for  you.  Price  35£  per  cake  in  an  attractive  box. 

"CLARANOL  SOAP  contains  Tallow,  Cocoanut  Oil,  Boric  Acid, 

Oil  of  Eucalyptus,  Thymol,  Petroleum,  Zinc  Oxide,  Uamphor, 
Salicylic  Acid,  Menthol  and  Lanolin.  Net  weight  5$  ounces. 

A.  Collins  Stewart  Company 
Main  Office,  Little  Building,  Boston,  Mass. 
Laboratories,  Brighton,  Boston,  Mass. 


n 


('  v — j.v  '.m  - ■ ■ 

. _I  . . ■ ■ ari  i * ! ' l:  ' 

. ' . . Bit  1 

t . ' . . . ’ . I bna 

• 0"3  , i 1' 

:( j." . .f  eel  odd-  lo  %ahifad  tnaujtn’i  alaoiblaoiH  uT’ 

rfi  . l^fuwciooei  el 

. 

4jX  to  . <o  . -•  . ; ' ■ 1 •>  rJ 

. ' . ■ I ' '-'I  • • 0 

..  * aKrtl  9sia  • |j  ; eJ  x*®  aQJUhiJj 

' - • • 

, ;i ; jo!-/4!  *irox  tol  J".* 

< ■ tXJ  t . • > .1 

. . OflP  - . - « . • 

;n.  x,u<:  i ii : It'.  • A 

. I 'RCrfdog  tLtfld  t30l"t‘  0 

. . ■ , iCo$  It 3 tE#Xrcod,«iodaJ 


88 


United  States  Department  of  Agriculture 
Food  and  Drug  Administration 
Washington,  D.  C. 


January  15,  1959 


A.  Collins  Stewart  Company 
80  Boylston  Street 
Boston,  Massachusetts 

Gentlemen:  Attention  of  Mr.  M.  L..  Tyler 

"We  have  your  letter  of  December  10  transmitting  an  application 
dated  December  9,  addressed  to  the  Secretary  of  Agriculture 
under  section  505  of  the  Food,  Drug,  and  Cosmetic  Act  with 
respect  to  the  new  drugs  Clarenol  Ointment  and  Claranol  Soap. 

This  application  was  filed  with  the  Secretary  on  December  12. 

"The  circular  which  you  propose  for  this  combination  package  re- 
fers to  the  use  of  Claranol  in  "cutaneous  inflammatory  processes, 
both  Indiopathic  and  Traumatic."  A preparation  having  the  com- 
position which  you  give  for  Claranol  would  not  justify  such  a 
recommendation  on  the  basis  of  the  therapeutic  effects  which  may 
reasonably  be  expected  to  result  from  its  use  as  directed.  Also, 
the  preparation  would  not  constitute  adequate  treatment  in 
"chronic  eczema,  plamar  eczema,  tetter,  fissured  tissue,  external 
itching  piles  ***  psoriasis,  erythema,  tinea,  boils,  pruritus 
vulvae  bums,  scalds  and  in  many  other  cases  where  the  skin 
or  tissue  is  involved."  This  part  of  the  circular,  in  the 
opinion  of  this  Administration,  should  be  completely  rewritten, 
omitting  practically  all  of  the  recommendations  referred  to 
above. 
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"Since  you  propose  to  package  both  Claranol  and  Claranol 
Soap  together,  the  claim  that  Claranol  is  antiseptic 
may  mislead  the  user  to  believe  that  the  soap  is  also 
antiseptic.  Since  this  soap  contains  only  of 
Claranol,  it  is  quite  likely  that  it  is  not  antiseptic, 
and  it  is  the  opinion  of  this  Administration  that  a 
clear  and  unambiguous  statement  should  be  prominently 
made  to  the  effect  that  the  soap  is  not  antiseptic  un- 
less it  has  been  shown  by  appropriate  tests  to  have  this 
property.  In  this  connection  you  are  referred  to  section 
201  (o)  of  the  Food,  Drug,  and  Cosmetic  Act,  copy  of 
which  is  enclosed  for  your  information. 

"The  statement  "Do  not  use  any  other  kind  of  soap  for  best 
results"  is,  in  the  opinion  of  this  Administration,  un- 
justified. There  is  nothing  in  this  application  to  show 
that  Claranol  Soap  has  an  action  sufficiently  different 
from  any  other  soap  to  justify  this  statement. 

"The  statement  "It  gives  quick  relief  and  hastens  growth 
of  new  skin"  exceeds  the  value  of  this  preparation  under 
all  conditions  in  which  it  may  be  applied,  and  the  state- 
ment should  be  appropriately  changed. 

"It  is  noted  that  a reference  is  made  to  the  ingredients 
contained  in  the  preparation  and  you  indicate  that  these 
are  incorporated  in  a "specially  processed  base  of  Lanolin, 
Petroleum  and  Zinc  Oxide."  Zinc  oxide  may  not  properly  be 
regarded  as  an  ingredient  of  the  base  of  this  preparation 
and  this  statement  should  be  corrected. 

"Ilider  "Claranol  Medicated  Soap"  you  repeat  the  recommenda- 
tion of  the  use  of  this  soap  for  best  results  and  you 
indicate  that  physicians  have  been  using  the  soap  method 
of  dermal  medication  for  many  years  and  by  its  use,  in 
connection  with  a good  ointment,  the  diseased  parts  are 
kept  constantly  under  the  "medicated  ban."  Such  a represen- 
tation with  respect  to  this  soap  is  unwarranted,  and  it 
should  be  appropriately  changed  to  indicate  accurately  to 
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the  user  the  effect  which  may  reasonably  be  expected 
to  result  from  washing  with  this  soap.  It  does  not 
constitute  appropriate  dermal  medication,  nor  does 
it  keep  the  area  washed  under  the  "medicated  ban." 

A shampoo  with  Cl&ranol  Soap  in  seborrhea  cannot  be 
relied  upon  to  keep  the  scalp  clear.  No  objection 
would  be  offered  to  a claim  that  such  a shampoo  would 
result  in  cleansing  the  scalp  on  the  same  basis  that 
any  other  similar  process  of  washing  may  result  in 
cleanliness. 

"It  will  facilitate  consideration  of  this  application 
if  you  will  supply  this  Department  promptly  with 
appropriately  modified  labeling  for  these  articles." 

Very  truly  yours. 


W.  G.  Campbell  (Signed) 


Enclosure 

FDC  Act  and  Pegs 


Chief 
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Immediately  upon  receipt  of  this  letter,  it  was  decided  that  we  needed 
the  help  of  an  expert  on  the  subject  of  labeling.  We  were  fortunate  in 
knowing  of  such  a person  through  a mutual  acquaintance.  We  consulted 
with  him,  and  finally  were  forced  to  conclude  that  practically  all  of 
our  work,  up  to  this  point,  must  be  discarded. 

We  engaged  this  man  to  assist  us  by  re-writing  our  pamphlet  and  label 
material  in  accordance  with  the  newest  Copeland  Act  regulations,  announced 
December  22,  1938* 

It  is  interesting  to  note  the  manner  in  which  the  requirements  under  the 
new  regulations  were  met*  We  were  allowed,  in  talking  of  specific 
treatments,  to  refer  to  only  four  of  the  entire  list  of  skin  ailments 
which  were  first  submitted.  It  was  necessary  to  revise  the  order  in 
which  the  principal  ingredients  were  listed  in  the  Claranol  formula.  The 
therapeutic  claims  we  made  for  the  product  were  allowed  or  denied  in  the 
light  of  current  medical  opinion.  But  the  reader  must  go  over  our  second 
revision  of  copy  carefully,  to  see  just  how  it  has  been  altered  to  conform 
to  the  new  requirements* 

On  the  following  two  pages  is  the  second  letter  from  Washington^  immedi- 
ately following  that  is  the  revised  labeling  materiel  which  was  sent  to 
the  Department  for  reconsideration. 
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Halted  States  Department  of  Agriculture 
food  and  Drug  Administration 
Washington,  D.  C. 


NDA  295 


February  8,  1939 


A.  Collins  Stewart  Co*, 

80  Boylston  Street, 

Boston,  Massachusetts. 

Gentlemen:  AktotipiUP.1  fc.  .Tyler 

"In  our  letter  of  January  13  we  informed  you  that  your  appli- 
cation with  respect  to  "Cl&ranol  Ointment  and  Claranol  Soap" 
was  filed  with  the  Secretary  of  Agriculture  on  December  12. 

In  this  letter  we  also  pointed  out  statements  and  claims 
with  respect  to  the  preparation  which,  in  the  opinion  of  this 
Administration,  were  not  warranted,  and  because  these  claims 
exceed  the  therapeutic  value  of  the  preparation  when  used  as 
directed,  they  would,  in  the  opinion  of  this  Administration, 
constitute  misbranding  and  subject  the  preparation  to  appro- 
priate regulatory  procedure  if  discovered  within  the  jurisdic- 
tion of  the  Act* 

"We  have  now  finished  consideration  of  this  application  solely 
with  respect  to  the  safety  of  the  preparation  and  no  cause  is 
found  to  issue  an  order  under  section  505  (d)  of  the  Act  to 
refuse  to  permit  the  application  to  become  effective. 

"Your  attention  is  directed  to  section  505  (e)  of  the  Act,  which 
provides  for  the  suspension  of  the  effectiveness  of  an  applica- 
tion if  further  experience  and  tests  with  the  article  show  it 
to  be  unsafe  for  use  or  if  it  is  found  that  the  application 
contains  any  untrue  statement  of  a material  fact.  lour  attention 
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Is  directed  also  to  section  301  (i)  prohibiting  the  use  on 
the  labeling  or  in  any  advertising  of  any  statement  to  the 
effect  that  an  application  with  respect  to  this  drug  is  ef- 
fective under  section  505  or  that  the  drug  complies  with  the 
provisions  of  that  section, 

"An  application  under  section  505  which  has  become  effective 
in  no  way  relieves  a drug  from  compliance  with  the  other  pro- 
visions of  the  Act  when  they  become  applicable  or  with  the 
requirements  of  the  Food  and  Drug  Act  of  1906  so  long  as  that 
law  remains  in  effect.  When  all  sections  of  the  Food,  Drug, 
and  Cosmetic  Act  become  effective  additional  changes  in  your 
labeling  may  be  necessary,  and  it  is  suggested  that  you  give 
particular  attention  to  all  of  its  provisions  applicable  to 
drugs  and  especially  to  sections  201  (n)  and  502  (b),  (c), 

(e)  and  (f), 

"When  you  have  adopted  the  final  labeling  for  this  article 
please  supply  us  with  five  copies  for  our  files." 

Very  truly  yours, 

W.  G.  Campbell  (Signed) 


Chief 
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(Second  draft  of  new  pamphlet  — Claranol  Soap  and  Ointment  - submitted 
February  17,  1939.) 

(Copy  for  Booklet) 

CLARANOL  OINTMENT 
PRESCRIBED  BY  PHYSICIANS 
SINCE  1900 

NOW  AVAILABLE  IN  THE  NEW 
COMBINATION  PACKAGE 
WITH 

CLARANOL  SOAP 
IK  USE  SINCE  1900 

"cLARANOL  OINTMENT  has  been  prescribed  by  eminent  physicians  since  1900. 
Their  prescriptions  have  given  satisfaction  to  their  patients  when  used 
in  the  treatment  of  such  skin  conditions  as  they  have  found  the  prepara- 
tion to  be  of  value. 

"The  components  of  the  ointment  and  its  method  of  preparation  are  now 
stated  in  the  labeling  of  the  product.  It  is  a soothing,  antiseptic 
household  application  for  the  minor  irritations  of  the  skin  that  occur 
so  frequently  in  every  family  and  it  deserves  a place  in  every  family 
medicine  cabinet. 

"Do  not  attempt  the  diagnosis  of  any  severe  or  persistent  skin  eruption. 
Consult  your  physician  and  be  guided  by  his  advice.  The  labeling  of 
CLARANOL  will  inform  him  that* 

♦CLARANOL  OINTMENT  is  antiseptic. 

CLARANOL  OINTMENT  is  antipruritic. 
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CLARANOL  OINTMENT  may  be  covered  with  a bandage* 

CLARANOL  OINTMENT  may  be  applied  without  rubbing 
or  pressure* 

CLARANOL  OINTMENT  is  manufactured  by  a hot  roller 
process  which  assures  a perfect  blending  of  the 
base  and  the  homogeneous  dissemination  of  the  act- 
ive ingredients  throughout  the  ointment  mass*  It 
is  prepared  under  rigid  antiseptic  precautions* 

"♦Tested  by  Arthur  D.  Little,  Inc*,  Chemists  and  Engineers,  Cambridge, 
Mass.,  June  11,  1958  using  method  prescribed  by  Circular  #198  published 
by  the  United  States  Department  of  Agriculture  and  bearing  the  title 
Uhited  States  Food  & Drug  Administration  Methods  of  Testing  Antiseptics 
and  Disinfectants* 


THE  COMBINATION  PACKAGE 

"The  new  OINTMENT  Jar  contains,  in  a special  metal  container,  a small 
cake  of  CLARANOL  SOAP  for  your  convenience  in  the  cleansing  of  the 
affected  area  prior  to  the  application  of  the  CLARANOL  OINTMENT, 
CLARANOL  SOAP  is  soothing  and  cleansing*  It  contains  no  free  alkali 
and  may  be  applied  to  a baby*  s sensitive  skin  without  fear  of  irrita- 
tion. CLARANOL  SOAP  contains  5%  of  the  medication  of  CLARANOL  OINTMENT 
and  1%  of  purified  Wool  Fat  (Lanolin), 

"While  no  claim  is  made  that  CLARANOL  SOAP  exerts  a direct  antiseptic 
action,  it  does  remove  dirt  and  debris,  scales  and  dried  secretions, 
and  thus  permits  CLARANOL  OINTMENT  free  access  to  the  surface  and. 
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consequently,  more  complete  opportunity  for  Its  antiseptic  and  sooth- 
ing action*  Scales  and  dried  secretions  are  frequently  the  cause  of 
annoying  itching* 

"Skin  affections  appear  in  many  forms  and  are  due  to  many  causes. 

Some  are  due  to  constitutional  disease  and  require  constitutional 
treatment*  Some  are  due  to  errors  in  diet  which  must  be  corrected 
and  some  are  due  to  local  infections  which  require  special  treatment 
directed  toward  the  removal  of  the  infecting  organism,  but  the  use 
of  the  soothing,  antiseptic  CLARANOL  OINTMENT  is  beneficial  in  a large 
percentage  of  the  cases*  The  relief  of  itching  and  irritation  permit 
the  natural  forces  of  the  body  to  exert  their  healing  action* 

"Many  letters  have  been  received  reporting  the  beneficial  results  ob- 
tained by  the  use  of  CLARANOL  OINTMENT  in  a wide  variety  of  skin  af- 
fections. The  names  of  these  conditions  are  not  used  in  our  advertis- 
ing for  the  reason  that  different  individuals  react  differently  to 
local  applications,  and  relief  or  cure  cannot  be  promised  to  invariably 
follow  the  use  of  CLARANOL  or  any  other  ointment* 

DIRECTIONS  FOR  USE 

"These  directions  are  not  intended  to  limit  the  use  of  CLARANOL  to  the 
affections  mentioned  but  are  given  as  examples  of  the  method  of  use  in 
various  conditions  of  the  skin* 

"Do  not  apply  an  ointment  at  once  if  there  is  free  oozing  of  serum  from 
the  affected  surface*  In  3uch  cases,  procure  from  your  druggist  a 
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bottle  of  normal  salt  tablets.  Make  the  salt  solution  as  directed  and 
apply  as  a wet  dressing  for  a few  hours  until  the  oozing  has  subsided, 
and  then  apply  CLARANOL  OINTMENT, 

CLARANOL  OINTMENT  FOR  CHAPPED  OR  CRACKED  HANDS 

"Rub  in  thoroughly  at  night.  Wear  a pair  of  white  cotton  gloves  while 
sleeping  and  wash  the  hands  with  CLARANOL  SOAP  in  the  morning.  You 
will  be  surprised  and  pleased  at  the  softening  effect  upon  the  roughened 
skin.  It  supplies  oil  to  replace  the  natural  oil  which  has  been  removed 
by  the  dry  air  of  winter* 

CLARANOL  OINTMENT  FOR  SUNBURN 

"Apply  without  pressure  to  the  burned  area  immediately  after  exposure. 

It  is  soothing  and  refreshing.  It  relieves  the  itching  that  is  so 
annoying. 


CLARANOL  OINTMENT  FOR  NON-POISONOUS  INSECT  BITES 

"Wash  with  CLARANOL  SOAP  or  ammonia  water  and  apply  CLARANOL  OINTMENT 
freely.  Relief  from  itching  should  follow  almost  at  once. 

CLARANOL  OINTMENT  FOR  HERPES  (SHINGLES) 

Apply  a thick  layer  of  CLARANOL  OINTMENT  over  and  well  beyond  the  erup- 
tion and  cover  with  absorbent  cotton.  This  dressing,  applied  as  needed, 
will  protect  the  sensitive  nerve  endings  from  irritation  and  afford  sooth- 
ing comfort  during  the  progress  of  the  disease. 
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CLARANOL  OINTMENT  FOR  POISON  IVY  OR  POISON  OAK 

"Wash  the  affected  area  thoroughly  with  CLARANOL  SOAP  and  warm  water  and 
then  apply  CLARANOL  OINTMENT  freely*  Repeat  the  treatment  as  often  as 
necessary  for  the  relief  of  the  burning  and  itching* 

CLARANOL  OINTMENT  FOR  THE  BABY 

"Use  CLARANOL  SOAP  for  the  bath  and  CLARANOL  OINTMENT  for  feat  Rash  or 
Chafing.  If  needed,  wash  with  the  SOAP  and  apply  the  OINTMENT  at  each 
"change". 


BUY  FROM  YOUR  OWN  DRUGGIST 

"If  your  druggist  does  not  have  the  new  Ointment  and  Accessory  Soap 
combination  package  or  the  large  cake  of  CLARANOL  SOAP  in  stock  he  will 
gladly  order  it  for  you. 

CLARANOL  is  on  sale  in  only  one  size. 

The  new  OINTMENT  AND 
ACCESSORY  SOAP  Combination 
Package  ••••••••••••  $1.25 

Hospital  Size  (one  pound) 

Available  on  special  order  - $6.00 

The  large  cake  of  CLARANOL 

SOAP  (Medicated)  55 
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"CLARANOL  is  a blended  formula  of  Boric  Acid,  Salicylic  Acid,  Oil  of 
Eucalyptus,  Camphor,  Menthol,  Zinc  Oxide,  and  Thymol  in  a specially 
processed  base  of  Lanolin,  Petrolatum  and  Paraffin* 

A.  COLLINS  STEWART  COMPANY 
Main  Office,  Little  Building,  Boston,  Mas3. 
Laboratories,  Brighton,  Boston,  Mass* 

(Copy  for  Inside  of  Folder) 

ULARANOL  MEDICATED  SOAP 

"The  identical  medicinal  substances  entering  into  the  formula  of 
uLARANQL  are  incorporated  in  CLARANOL  SOAP  in  the  proportion  stated 
elsewhere  in  the  labeling.  We  recommend  that  you  use  CLARANOL  SOAP 
for  all  necessary  cleansing. 

THE  NEW  CLARANOL  PACKAGE 

"After  months  of  research  and  experiment  we  have  developed  this  new 

OINTMENT  AND  ACCESSORY  SOAP  PACKAGE 

"In  this  new  package  you  have  both  the  soap  and  the  ointment  free  from 
dirt  and  inqpurities . Simply  dry  the  soap  after  using  and  replace, 
screw  on  the  jar  cap.  Thus  you  always  have  the  soap  handy  and  in  a 
sanitary  condition.  The  combination  package  simplifies  the  carrying 
of  CLARANOL  AND  ACCESSORY  SOAP  with  you  when  traveling* 


CLARANOL  SOAP  AS  A COSMETIC 
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"If  you  are  troubled  by  surface  facial  blemishes  try  a good  lather  of 
uLARANOL  SOAP  well  rubbed  in  and  follow  by  hot  towels.  In  stubborn 
cases  apply  a light  covering  of  CLARANOL  well  rubbed  in  — wash  again 
with  CLARANOL  SOAP  in  the  morning. 

CLARANOL  SOAP  FOR  THE  BABY 

"Use  CLARANOL  SOAP  for  the  baby,s  bath.  Soothes  the  tender  skin  in 
hot  weather. 

"You  will  find  CLARANOL  SOAP  most  soothing  and  comforting  for  face  and 
hands  after  a day  of  Skiing,  Skating,  Boating,  Swimming,  etc. 

" In  Bromidrosis,  frequent  bathing  of  the  feet  with  CLARANOL  SOAP  is 
recommended.  Frequent  bathing  with  CLARANOL  SOAP  also  relieves  hot  and 
tired  feet. 

"In  Seborrhoea  a shampoo  with  CLARANOL  SOAP  cleans  the  scalp  from  loose 
scales.  It  will  not  harm  the  natural  color  of  the  hair. 

"CLARANOL  SOAP  may  be  obtained  in  large  size  from  your  druggist.  If  he 
does  not  have  it  he  will  be  glad  to  order  it  for  you.  Price  S5£  per 
cake  in  an  attractive  box.  Net  weight  5^  ounces. 

" CLARANOL  SOAP  contains  Boric  Acid,  Salicylic  Acid,  Zinc  Oxide,  Oil  of 
Eucalyptus,  Thymol,  Menthol,  Camphor,  Tallow,  Cocosnut  Oil,  Petrolatum, 
and  Lanolin. 

A.  COLLINS  STEWART  COMPANY 
Main  Office,  Little  Building,  Boston,  Mass. 
Laboratories,  Brighton,  Boston,  Mass." 
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Mar.  10,  1939 


A.  Collins  Stewart  Co., 

Brighton,  Boston,  Mass. 

Gentlemens  Attention  of  Mr.  M.  L.  Tyler 

"We  have  your  letter  of  February  17  transmitting  revised  labeling 
for  "Claranol"  and  "Claranol  Medicated  Soap". 

"On  the  package  label  appears  the  following:  "Ointment  and  Soap 

in  combination  jar."  From  the  information  elsewhere  in  the  material 
submitted  it  appears  that  this  soap  is  not  in  the  jar  but  in  a metal 
container.  The  label  for  the  soap  bears  the  word  "medicated"  and  a list 
of  the  ingredients  which  are  in  the  ointment.  Since  this  soap  contains 
only  5 percent  of  the  ointment  and  when  it  is  used  as  a detergent  or 
cleansing  agent  it  is  in  contact  with  the  skin  for  such  a brief  time,  it 
is  not  unlikely  that  some  misconception  may  arise  as  to  the  therapeutic 
significance  of  these  ingredients.  It  is  believed  that  a clear  state- 
ment to  the  effect  that  this  soap  is  for  cleaning  purposes  should  appear 
on  this  labeling  equally  prominent  with  the  other  claims.  Section  201 
(n)  of  the  Food,  Drug,  and  Cosmetic  Act  will  require  such  information. 

"In  connection  with  the  package  insert,  you  refer  to  the  fact  that 
you  make  no  direct  claim  to  antiseptic  action  of  the  Claranol  Soap.  If 
this  soap  is  not  antiseptic  it  is  the  opinion  of  this  Administration  that 
you  should  not  make  this  reference  but  say  definitely  that  it  is  not 
antiseptic.  In  connection  with  this  discussion  it  would  appear  necessary 
to  say  that  this  soap  acts  as  a cleaning  agent  and  has  questionable  thera- 
peutic action. 

"In  the  circular  the  following  is  noted:  "Claranol  Soap  contains  5% 

of  the  medication  of  Claranol  Ointment  and  1%  of  purified  Wool  Fat 
(Lanolin)".  Lanolin  is  an  ingredient  of  the  Claranol  Ointment.  Do  you 
mean  by  this  statement  that  you  have  added  1 % additional  lanolin  to  the 
soap?  The  statement  should  be  made  so  that  it  is  clear.  If  no  additional 
lanolin  is  added  you  should  not  single  out  lanolin  for  such  reference. 

"The  action  of  Claranol  Ointment  is  that  of  an  antiseptic,  soothing 
and  protective  ointment  and  its  therapeutic  effects  as  a curative  agent 
are  rather  limited.  Therefore,  such  statements  as  "Their  prescriptions 
have  given  satisfaction  to  their  patients  when  used  in  the  treatment  of 
such  skin  conditions  as  they  have  found  the  preparation  to  be  of  value" 
and  "Many  letters  have  been  received  reporting  the  beneficial  results  ob- 
tained by  the  use  of  Claranol  Ointment  in  a wide  variety  of  skin  affec- 
tions. The  names  of  these  conditions  are  not  used  in  our  advertising  for 
the  reason  that  different  individuals  react  differently  to  local  applica- 
tions, and  relief  or  cure  cannot  be  promised  to  invariably  follow  the  use 
of  Claranol  or  any  other  ointment"  may  not  be  justified. 
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"Under  directions  for  use  appears  the  following:  "These  directions 

are  not  intended  to  limit  the  use  of  Claranol  to  the  affections  men- 
tioned but  are  given  as  examples  of  the  method  of  use  in  various  condi- 
tions of  the  skin."  By  reference  to  section  502  (f^  (1)  you  will  see 
that  your  labeling  should  provide  full  directions  for  use  and  it  is  sug- 
gested that  this  paragraph  be  deleted  and  the  directions  outlined. 

"Under  "Claranol  Ointment  for  Poison  Ivy  or  Poison  Oak"  should  appear 
a statement  that  the  article  has  only  minor  effect  upon  the  course  of 
development  of  poison  oak  or  poison  ivy  eruptions  once  these  have  started. 
(See  section  201  (n)). 

"Please  supply  us  with  five  copies  of  the  labeling  you  finally  adopt 
for  this  preparation. 


Very  truly  yours, 

J.  J.  Durrett  (Signed) 


J.  J.  Durrett,  M.  D., 
Acting  Chief 
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Government  Regulation  of  Advertising  - food  fiffld  DrUft-Elelfl* 

A good  part  of  the  governments  fight  against  unwarranted  claims  for 
drug  products  has  been  waged  against  companies  who  use  trumped-up  or 
misleading  testimonials  in  order  to  claim  cures,  and  thereby  increase 
sales  of  their  products. 

One  case  which  the  government  prosecuted  wa3  against  a manufacturer  of 
a drug  compound  which  claimed  to  cure  - among  other  ills  - tuberculosis. 
For  quite  a few  years,  some  14  to  be  exact,  this  manufacturer  published 
an  outstanding  case  history  of  a cure  which  he  claimed  was  effected 
through  using  his  preparation.  The  story  of  the  "cure*  was  authenti- 
cated by  the  signature  of  the  patient  deriving  the  cure.  She  was  a 
native  of  a small  Vermont  town,  apparently  one  of  its  respected  citizens 
whose  signature  lent  weight  to  the  testimonial,  giving  full  credit  to 
this  wonderful  treatment. 

The  investigator  for  the  government  had  followed  this  case  for  some  five 
years,  but  had  been  unable  to  find  sufficient  cause  for  a claim  of  dis- 
honesty or  sharp  practice  against  the  manufacturer  in  question.  In  his 
work  of  checking  through  the  operations  of  this  company,  the  investigator 
noticed  that  the  pamphlets  featuring  this  marvelous  cure  was  newly 
printed  each  year,  so  that  each  pamphlet  in  the  series  bore  the  date  of 
the  current  year.  However,  in  the  year  1925,  he  noticed  that  the  company 
had  published  two  different  pamphlets  bearing  the  date  *1925*  and  that 
while  one  of  them  contained  the  same  signed  testimonial,  the  other  did 
not. 


This  fact  prompted  the  investigator  to  work  on  a * hunch*  of  his  and  go 
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directly  to  the  home  town  of  the  person  signing  the  testimonial,  in 
order  to  carry  his  questioning  further.  At  the  town  hall  he  asked  the 
clerk  to  show  him  the  death  certificate  of  the  woman  who  supposedly 
had  been  cured  of  tuberculosis.  The  clerk  recognized  the  name  at  once 
and  produced  the  legal  certificate;  the  doctor  attending  the  last  ill- 
ness gave  the  cause  of  death  as  "tuberculosis".  This  was  what  the 
investigator  had  suspected,  so  he  dropped  over  to  call  on  the  physician 
who  had  attended  the  case.  Again  acting  on  surmise,  he  asked  the 
doctor  whether  he  had  ever  cashed  checks  for  the  woman  which  were  signed 
by  the  drug  manufacturer  of  the  tuberculosis  cure.  The  doctor  said  that 
he  had,  and  in  fact  had  taken  the  last  one  she  received  as  payment  for 
his  final  services. 

Through  discussing  mutual  acquaintances,  the  investigator  and  the  doctor 
continued  their  conversation,  during  which  the  doctor  suggested  that  if 
he,  the  investigator,  wished  more  details  on  the  case,  that  he  had  better 
talk  to  the  woman*s  nurse  who  also  happened  to  be  her  own  sister. 

Finding  that  this  nurse  was  out  of  town  working  on  a case,  the  investi- 
gator drove  over  to  talk  to  her,  and  again  asked  the  question  of  whether 
she  had  ever  cashed  checks  for  her  sister,  which  were  signed  ty  the  drug 
company.  She  at  once  replied  "Yes",  and  that  she  had  done  so  on  many 
occasions.  "But",  she  added,  "if  you  really  want  to  find  out  anything 
more  about  the  case,  why  don*t  you  talk  to  Elmer?"  Elmer,  she  said,  was 
her  nephew,  her  sister* s son.  "He*d  certainly  know  all  about  the  arrange- 
ments. You  see,  he  helped  to  write  the  testimonials  for  my  sister  to  send 
to  the  drug  company.  In  fact,  he  wrote  every  bit  of  them  after  she  got 
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so  ill  she  couldnH  even  hold  a pen  to  write.® 

Bringing  this  subject  of  the  need  for  advertising  control  up  to  date,  we 
cite  below  just  two  of  the  many  injunctions  brought  against  drug  and  cos- 
metic advertisers.  These  cases  are  very  recent  in  date,  and  serve  to 
show  the  trend  of  opinions  which  may  be  expected  from  the  Federal  Trade 
Commission  in  the  future.  Eow  much  more  drastic  these  regulations  will 
be  made  is  impossible  to  predict;  it  is  certain  that  there  will  be  no 
loosening,  but  rather  a tightening  of  such  restrictions  on  all  food,  drug, 
device  and  cosmetic  advertising  claims. 

In  both  the  food  and  drug  field,  several  instances  of  injunction  have 
occurred  already,  snd  many  more  are  still  to  come.  Such  cases  include 
well-known  products;  Siroil,  Jergen*s  Lotion,  Helena  Rubens tein*s  beauty 
products.  Lux  Toilet  Soap,  to  mention  only  a few.  The  injunctions  against 
•Siroil*  and  Helena  Rubenstein,  Inc.  have  been  reported  in  the  Federal 
Trade  Register  (l)  dated  February  15,  1959  and  June  11,  1938,  respectively. 

Note  how  specific  the  Federal  Trade  Commission  is  in  its  orders:  In  the 

case  of  Siroil,  "It  is  ordered:  That  the  respondent,  Siroil  Laboratories, 
Inc.  (and  employees,  etc.)  in  connection  with  their  offering  for  sale  ... 
its  medicinal  product  now  designated  Siroil  or  any  other  product  containing 
substantionally  the  same  ingredients  ...  do  forthwith  cease  and  desist 
from: 

" (1)  Representing  that  said  preparation  removes  dandruff,  or  is  a cure 

Ref.'  (l)  - Federal  Trade  Register  - The  National  Archives  of  the  U.S.  Vol. 

4 #31,  Wed.  Feb.  15,  1939  - Title  16  - Federal  Trade  Commission. 
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or  remedy  for  dandruff  or  psoriasis,  or  will  clear  up  psoriasis  lesions, 
or  cause  skin  sores  or  blotches  to  disappear  permanently, 

" (£)  Representing  that  said  preparation  removes  the  crust  scales,  lesions 
and  blemishes  caused  by  psoriasis  and  relieves  other  of  its  discomforts 
unless  such  representations  are  specifically  restricted  to  removing  such 
crusts,  scales,  lesions  and  blemishes  in  those  cases  where  such  conditions 
are  external  in  character  and  are  located  solely  in  the  outer  layer  of 
the  skin. 

"The  respondent  is  given  60  days  in  which  to  report  in  writing  "setting 
forth  in  detail  the  manner  and  form  in  which  it  has  complied  with  this 
order* H 

In  the  case  of  Helena  Ruben stein: 

(federal  Register  - Saturday,  June  11,  1958  - Vol.  5 #114  - Under  "Compe- 
titive Practices") 

"It  is  ordered  that  the  respondent,  Helena  Rubenstein,  Inc.  and  •••••••• 

(employees)  in  connection  with  the  distribution  and  sale  of  cosmetics, 
facial  creams  and  toilet  preparations  on  interstate  commerce  cease  and 
desist  from: 

"Advertising  or  representing  directly  or  indirectly  in  newspapers,  magazines, 
radio  broadcasts,  circulars,  display  cards,  on  cartons  or  any  other  form 
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of  advertising  literature  or  in  any  other  way,  that  any  of  said  cosmetics, 
face  creams  and  toilet  preparations 

" (1)  Will  serve  as  food  for  or  nourish  the  human  skin,  muscles  or  tissues, 

(2)  Will  prevent  crow*s  feet  and  wrinkles,  and  revitalize  the  skin 
tissues, 

(3)  Will  strengthen  the  eye  nerve, 

(4)  Contain  living  sparks  of  life  which  increase  the  therapeutic  value  of 
the  products, 

(5)  Will  rebuild  worn-out  cells, 

(6)  Will  restore  youth  to  dry,  lined  wrinkled  skin, 

(7)  Will  dissolve  fatty  tissues  or  act  as  effective  weight  reducers, 

"The  respondent  is  given  90  days  in  which  to  report  in  writing  "setting 
forth  in  detail  the  manner  and  form  in  which  it  has  complied  with  this 
order," 

Two  other  well-known  product  manufacturers  have  been  served  with  "cease 
and  desist"  orders.  Lever  Brothers,  advertising  their  Lux  Toilet  Soap 
have  been  ordered  to  stop  making  representations  that  Lux  Toilet  Soap  is 
an  aid  to  beauty  other  than  the  natural  reaction  from  using  any  good 
cleansing  soap,  Andrew  Jergen,  manufacturer  of  Jergen*s  Lotion  which 
claims  to  "restore  natural  moisture  to  the  skin",  must  also  refrain  from 
claiming  extraordinary  skin  restorative  properties  for  their  products. 
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Not  only  have  the  manufacturers  been  enjoined  to  "cease  and  desist"  from 
making  misleading  representations  and  claims  for  their  products,  but  it 
is  the  opinion  of  "Editor  and  Publisher",  trade  magazine  for  the  newspaper 
publishers*  field,  that  the  new  Wheeler-Lea  Act  goes  even  further.  In 
the  past,  when  attempts  have  been  made  by  the  Federal  Trade  Commission  to 
fix  responsibility  for  false  or  misleading  claims,  made  in  advertisements 
in  more  than  one  case  the  manufacturer  and  agency  have  attempted  to  "pass 
the  buck"  on  the  question  of  responsibility.  Now,  in  the  article  repro- 
duced from  the  March,  1959,  issue  of  "Editor  and  Publisher",  it  is  the 
opinion  of  the  magazine  that  advertising  agencies  will  be  liable  for  vio- 
lation of  the  regulations  governing  false  and  misleading  advertising  claims, 

Liable  fn;r  r,opy» 

FTC  Contention  Regarding  Food,  Drug, 

Cosmetic  Statements 

"Advertising  agencies  prepare  food,  drug,  device  and  cosmetic  copy  on 
their  own  responsibility  and  are  insurers  against  false  and  misleading 
statements,  the  Federal  Trade  Commission  now  holds, 

■P,  G.  Morehouse,  chief  of  the  radio  and  periodical  division  of  FTC  in 
Washington,  contends  the  Wheeler-Lea  Act  allows  of  no  less  strict  inter- 
pretation, Proceeding  upon  that  theory,  he  has  drafted  a form  letter 
which  will  be  sent  to  agencies  which  have  prepared  copy  which  comes  under 
examination  on  the  theory  that  it  is  misleading. 

All  Parties  Are  Liable 


♦Editor  and  Publisher  - March,  1959 
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"The  Wheeler-Lea  Act,  said  Morehouse,  makes  all  parties  to  the  dissemina- 
tion of  false  or  misleading  advertising  civilly  liable,  but  holds  only 
the  vendors  of  commodities  subject  to  the  criminal  provisions.  Because 
agencies  are  exempt  from  the  criminal  section,  intent  need  not  be  estab- 
lished and  it  therefore  follows,  he  considers,  it  is  the  responsibility 
of  copywriters  to  censor  false  or  misleading  statements  from  promotional 
natter  even  though  its  inclusion  is  instructed  by  the  client. 

■Contrary  to  belief  in  some  quarters,  this  regulation  covers  only  commodi- 
ties in  the  food,  drug,  device  and  cosmetic  groups  for  only  these  are  em- 
braced within  the  Wheeler-Lea  Act. 

"It  does  not  follow  that  the  agency  which  prepared  copy  found  to  be  false 
or  misleading  will  be  cited  in  formal  proceedings.  In  trade  commission 
practice,  respondents  are  permitted  to  stipulate  discontinuance  of  the 
assertions  to  which  objection  is  made  by  that  body.  And  as  a matter  of 
Commission  policy,  only  the  persons  who  are  "materially  responsible"  for 
falsity  will  be  subject  to  penalty. 

"In  the  past  FTC  ha3  cited  only  the  advertiser  in  its  formal  proceedings. 
But  agencies,  acting  either  upon  their  own  initiative  or  at  the  request 
of  the  Commission,  have  been  parties  to  most  negotiations  for  composition 
of  complaints,  according  to  Morehouse.  The  Wheeler-Lea  Act  makes  such 
participation  mandatory,  if  the  Commission  so  desires.  It  also  holds  the 
agency  subject  to  punitive  measures  which,  Morehouse  stated,  are  not  in- 
tended to  be  invoked  unless  it  is  shown  that  the  agency  actively  and 
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BURNING  PIMPLES  HURT 

!M  MORE  WAYS 
THAN  OMe  . . . 

Thee  hurt  your  pnde.  your  assurance, 
your  chances  (or  success.  And  its  all  ao 
needless  I Cuttcura  Soap  and  Ointment 
will  help  cleanse  thetkin  of  impurities, 
relieve  pimples,  rashes  and  other  exter- 
nally caused  blemishes— and  do  much 

» and  level, new  to  roof  complexion.  Approved  by  Good 
1 Ointm  . 


Ocr  /a,  /»:/ 

OC7-  /X  38 


Cuticura  Ointment  aids  healing  of 
temally  caused  pimples,  blackheads, 
rashes . . . Cuticura  Soap  deep-deanses 


the  pores,  helps  refine  akin-t 
Each  ZU,  all  druggists.  FREE  aamplr. 
write  Cuticura,  Dept.  W,  Malden.  Maaa» 


cuticuras,°natpmj;^ 

CUTICURA  §.°nat 

P A — J | 

M E N T 

'HI 


you  owe  it  to  yourteW  to 
try  SJtOll.  Others  Hove  found 
It  benefkiol.  Isn't  there  every  reosoo  to 

believe  that  you  wiN,  too.  SlROt  tends  to  remove  the  crusts  ond  scoles  of 
psoriasis  ond  relieve  other  of  Its  discomforts.  W or  when  your  psoriasis 
lesions  recur,  Bght  applications  of  SROt  wii  Kelp  keep  them  under  con- 
trol. So  be  sure  to  hove  a bottle  of  SIROM.  on  bond  olwoys.  Applied  ex- 
ternally. SfROR  does  not  stain  clothing  or  bod  linen— nor  does  it  interfere 
in  ony  woy  with  your  doily  routine.  And  It  is  offered  to  you  on  e sotisfoc- 
hon-or  money- refunded  hoie.  Aiotf  latit^ttoes, 

INSIST  ALWAYS  OH  SIROIL 


AT  ALl  DRUG  STORES 


/vor.  23,  /?3$ 


ECZEMA 

Alae  called  T«tur,  Salt  Rh«um,  Prurllw.  Milk 
Cn«l,  W.I.r  Pol  ton.  WMplnf  Skin.  Me. 

FREE  TRIAL  H 

riSST  SC AL  NIONT  ■ WCSt  *•! i •( » tlon  fgtru 

toad  Writ.  «•-!•/—•  poataj  will  So 

OR  i E CAMNADAI  CO  - Eciama  Only 
I0«  Part  Sauarr  SEOAUA.  MO 
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OLD  LEG  TROUBLE 


Kit*  |.1  u ^ Y'VCIM#  heal*  many  old 

1^  virr.<<iiMl  hrW  ■ <>n(V*t»n  •inrav  rnna 
le*»  »mi  infunaa  ■ * no  o.»i  far  I RIAL. 

Drwiil.  • i>  »"'iMr  jnl  IRtt  IKXlK. 

c.  r.  viscose  mctmoo  company 
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STOP  ITCHING 


O.a  irawwaa  r'aliawd  •>  OI««b 
>»*,,  kMt  r»»f 

us  C I Tr ' iriw'  ’ A I * ' swd  O',  a 


Is 


Dermo-g 
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rcqucntlv  reflects  how  we  feel.  In  busi- 
iicns  and  social  contacts  we  like  our 
liiends  to  tell  us  how  well  we  look. 


The  laity  now  reeogniret  — as  physi- 
cians and  scientists  ha\e  for  years— ihe 
\nal  importance  of  rich,  red  blood,  as 
the  found.itn.il  of  strength,  energy,  and 
a clear  healthy  skin. 

for  that  tired-let-down  feeling 
It  is  well  known  how  won  v.  overwork 
and  undue  strain  lake  their  toll  ot  the 
precious  red  tells  of  the  blood. 

S.S.S.  Tonic  brings  you  new  strength 
and  sitalitv  l»\  restoring  your  blood  to 
a healths  slate,  and  its  benefits  are  cu- 
mulatisc  and  enduring  in  the  absence 
ol  an  oiganic  non  hie. 


im prose,  the  appetite 

Further.  SSS,  Tonic  sshets  the  appe- 
tue  . . . loosls  taste  liencr  . . . natural  di- 
gesme  pines  are  stimulated,  and  It  rial  - 
ls . the  food  sou  eat  is  of  more  salue  . . . 
a very  important  sup  park  In  health.  I 
Hus  and  use  with  complete  confi- 
dence and  ne  Irrlicse  sou.  like  thou- 
‘.nids  ol  others.  s»  ill  lie  enthusiastic  in 
sour  praise  nl  sss  Ionic  for  its  part 
in  making'  sou  feel  like  yourself  again.** 
At  all  drugstores  in m-osirev Vonss ilj 
find  the  larger  sue  more  economical. 


ffge/s/e  cn/ylyv 
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DOCTOR’S  FORMULA 

PIMPLES 

MMSa  FROM  COAST  TO  COAST! 

If  you're  discouraged  .bout  uoaightly 

wurfMo  blotch**.  h"»,  REAL  help: 

Powerfully  auot  hmg . bgMtfZemo  ..  , by- 
wk-ioo  s formula  i «|uickl>  relies  r*  n.  t.mg 
•o renew  then  it.  10  digers-ru  rflr,.lv« 
mcdirant*  .tart  right  in  io  help  u«iure 
promotMEASThe^wg  St.uJm*. 
klr.  SH  II-  One  trial 
■Owl  ever*  cam  may  mni  tfa  $12* 
EXTRA  Strength  Zetne  All  dn*  M.m 
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POSLAM  QUICKLY 
PACIFIES 

ECZEMA  TORMENTS 

Oh.  man.  "what  a grand  and 
glorious  feeling!”  — when  Poalam 
is  on  the  job.  Itching  all  gone, 
burning  stopped  and  that  unsightly 
rash  fading.  Poalam  works  fast 
because  it  readily  penetrates  the 
outer  layers  of  the  skin.  The  first 
touch  gives  relief  to  itching,  burn- 
ing eczema,  and  with  the  irritation 
soothed,  healing  is  promoted.  For 
quick  skin  comfort  Poslam  has  few 
equals.  One  trial  will  convince  you. 
Get  it  at  your  druggist.  SO*  I 

I * —Ads*  ruae  men  I 

P1AK  to,  /raj 


ECZEMA  ITCHIh 

< Fiery  itching  relieved  and  I 
skin  quickly  soothed  with  | 


St 


2 *■-  / ? 


TREAT  PIMPLES  ] 

BLACKHEADS— BLEMISHES 

AS  DOCTORS  DO 

52? 

sars; 

tlon  tht*  ha > 

.•and*  who  ha.,  .. 

Oood  HousOwptoi 

to«.  tg..  ,srv 

jar  iwir — It  tciut  pk 

■looey  returned 


atom. 
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DOCTOR’S  FORMULA 

•mat  weetu  m «u  mmtm 

SKIN  TROUBLES 


•WAtSU  FWOM  CeAST  TS  CtASTI 


Don't  o*  humiliated  by  ufwghtly  .bkstebjr 
•urise*  tu  ns  plea  and  blenswhea  becasiee 
here  • REAL  help  powerfully  woothiug 
fiaaid  Zerms  a Doctor  • formula  quickly 
relies e*  itching  ■>'**•■ 
in  to  help  nature  promote  Ql  It  K heul- 
mg  Herr  • ah)  Zemo  contain*  l*  <d 
ihe  moat  highl>  elfea-tise  nsediemal  »•- 
gre.1  ienra  l«mg  -err^maed  h>  lending  akM» 
aim.  ialiai«  for  rhe»e  great  merit  Mainwaa. 
ms  icMr  One  trial  onsinee*’  SSa. 

• 1 Heal  wesere  eaaea  may  need  11  *•' 
k\TR\  atrength  Nns  d'ugaiore 


zemo 
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knowingly  participated  in  misleading  the  consuming  public." 

Hence,  producers  and  advertisers  of  food  and  drug  products  must  look  to 
not  on8,  but  two  .federal  bureaus  for  regulation. 

On  Exhibit  page  nOA  are  photo3tatic  reproductions  of  actual  newspaper  ad- 
vertisements for  leading  skin  treatment  drug  products.  Note  how  more  em- 
phasis on  "surface  blemishes",  or  "pimples,  etc.  due  to  external  causes" 
is  made  in  these  advertisements,  especially  in  those  of  mo3t  recent  date. 
Products  are  offered  "for  relief  of"  rather  than  being  prescribed  for  the 
treatment  of  various  skin  disorders.  It  becomes  more  and  more  apparent 
that  the  Federal  Trade  Commission  will  be  fully  as  stringent  in  its  require- 
ments concerning  false  or  misleading  advertising,  as  is  the  Department  of 
Agriculture  in  its  supervision  of  product  labeling. 

None  of  the  advertisements  reproduced  can  serve  as  examples  of  what  will  be 
acceptable  advertising  copy.  However,  by  studying  the  "Siroil"  advertise- 
ments, (exhibit  page  110A),  one  may  see  several  of  the  objectionable  features 
referred  to  in  the  Federal  Trade  Commissions  injunction  of  February  15, 
given  above.  Ikider  such  uncertain  conditions,  it  is  little  wonder  that  we 
approach  the  writing  of  copy  with  apprehension  and  misgivings.  TOiat  have 
we  left  to  say  that  is  true  and  is  above  reproach? 

Our  merchandising  group  discussed  advertising  at  great  length,  and  held  many 
conferences  on  the  subject,  trying  to  arrive  at  a series  of  claims  which 
would  "hold  water"  on  the  basis  of  both  telling  the  story  of  the  product, 
and  at  the  same  time  be  sufficiently  reasonable  to  pass  the  Commission^ 
restrictive  bars.  "For  all  skin  irritations"  was  our  story 
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but  it  covers  too  much  ground  to  be  acceptable*  The  modified  phrase  "For 
relief  from  the  discomforts  of  exzema,  peoria sis  and  other  skin  irrita- 
tions", our  masterpiece  intended  both  for  the  label  and  to  be  used  in  ad- 
vertisements, is  taboo  at  once,  because  it  mentions  specific  skin  condi- 
tions which  are  not  to  be  mentioned*  It  is  the  view  of  the  Department 
that  there  is  no  cure  for  either  exzema  or  psoriasis.  But,  and  we  agree 
with  the  ruling  entirely,  the  main  point  is  that  many  so-called  cases  of 
psoriasis  and  exzema  are  liable  to  be  skin  cancer  in  one  of  its  many  forms* 
The  writer  saw  one  such  case  where  the  patient  treated  a lump  at  the  side 
of  his  neck  as  if  it  were  a blind  carbuncle*  Six  months  later  the  surgeon 
attending  cut  and  removed  a cancerous  growth  extending  in  front  to  the 
waist;  in  the  back  half-way  across  the  top  of  the  neck  and  shoulder  blades* 
Two  months  later,  a second  drastic  operation  removed  the  right  eye;  three 
months  later  they  buried  him*  Not  pleasant,  but  a real  object  lesson  in 
the  treatment  of  skin  disorders*  That* 6 why  we  decided  early  on  one 
standard  phrase,  somewhat  hackneyed,  but  entirely  sincere;  "Do  not  attempt 
to  diagnose  your  own  skin  condition,  consult  your  physician* • 

One  statement  which  adequately  covers  manufacturers*  claims  for  skin  oint- 
ments has  been  indicated;  namely,  "For  minor  skin  irritations" • And  as  for 
those  skin  conditions  which  can  be  mentioned  by  name,  the  same  reasoning 
allows  such  terms  to  be  mentioned  as  "Chapped  hands",  "Wind burn",  "Sunburn", 
"Ion-Poisonous  insect  bites" • If  these  restrictions  appear  entirely  too 
drastic,  remember  the  man  who  classified  the  unlimited  number  of  types  of 
exzema  and  psoriasis;  think  of  the  unfortunate  person  who  died  from  treating 
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cancer  as  a carbuncle. 

The  one  most  important  statement  we  know  to  be  true  concerning  Claraaol 
is  "Prescribed  by  Physicians  since  1900".  To  identify  the  use  of  the 
product,  we  plan  to  use  such  a statement  as  "Claraaol  for  Itching,  Burn- 
ing Skin  irritations*. 

Consider  the  present  advertising  message  of  Father  John’s  Medicine.  It 
simply  says  "Father  John’s  Medicine  - in  use  over  80  years  - for  the  re- 
lief of  coughs  resulting  from  colds •"  In  our  own  case,  it  is  merely  our 
great  misfortune  that  we  aren’t  as  well-known  to  start  with  as  is  Father 
John's  Medicine. 
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SPMMAfiX 

Here  is  a summary  of  the  steps  taken  in  this  case  of  packaging  and  dis- 
tributing a drug  product,  and  the  complete  revision  of  all  promotion  plans 
after  encountering  the  new  government  regulations  concerning  labeling  and 
advertising  of  food,  drug,  device  and  cosmetic  products. 

First,  "Claranol"  Ointment  and  Soap  were  successful  in  the  past  as  ethical 
drug  products.  A management  group  under  the  new  owner  has  been  organized 
to  rehabilitate  these  products.  This  group  recommended  that  the  product  be 
sold  direct  to  the  consumer,  basing  their  decision  on  the  relative  sales 
possibilities  of  the  two  markets,  ethical  and  consumer.  Census  of  Business 
figures  for  1957  bear  out  their  estimate  of  opportunities  in  the  two  fields. 

After  deciding  to  go  direct  to  the  public  for  sales,  the  management  set  to 
work  re-packaging  both  "Claranol"  Ointment  and  "Claranol"  Soap,  modernizing 
the  appearance  of  each.  From  the  discussions  on  packaging  was  evolved  the 
functional  combination  package  in  which  both  products  are  contained  in  a 
single  jar. 

Color  was  a new  ingredient  added  to  the  package.  All  labels  and  pamphlets 
were  revised,  and  display  material  for  *3ales  helps"  was  developed. 

At  this  point,  with  the  submission  of  labeling  material  to  the  Department 
of  Agriculture,  we  ran  into  considerable  difficulty.  This  case  outlines 
the  governmental  regulations  which  had  to  be  met  under  the  new  Act,  and  the 
results  of  our  applying  for  registration  of  the  product.  We  believe  this 
to  be  the  first  recorded  case  of  a manufacturer* s attempts  to  have  his  drug 
products  and  labeling  accepted  by  the  Department  of  Agriculture  under  the 
new  Food,  Drug  and  Cosmetic  Act.  (Copeland  Act,  June  29,  1938) 
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The  projected  sales  plan  was  formulated  with  the  aid  of  men  actively  en- 
gaged in  the  manufacturing  and  wholesaling  of  full-line  drug  products* 
Their  recommendations  are  in  accordance  with  modern  principles  of  drug 
merchandising*  Brief  mention  is  made  of  other  governmental  regulations, 
both  national  and  state,  which  affect  the  selling  of  drug  products* 

The  test  campaign  outlined  is  based  on  the  recommendations  of  those  men 
in  the  management  group  engaged  primarily  in  coordinating  advertising 
and  selling* 

Advertising  copy  is  yet  to  be  submitted  to  the  Federal  Trade  Commission* 
We  have  outlined  here  the  extent  to  which  such  copy  is  regulated,  and 
have  cited  cases  involving  "cease  and  desist"  orders  issued  by  the  Com- 
mission. 

Note  how  important  a part  the  Federal  Government  plays  in  the  Food  and 
Drug  products*  fields.  It  supervises  the  manufacture,  formula,  labeling, 
selling  and  advertising  of  all  food  and  drug  products.  It  assesses  fines 
and  penalties  against  manufacturers  who  fail  to  comply  with  these  de- 
tailed regulations.  It  is  our  opinion  that,  rather  than  hindering  the 
sale  of  packaged  drug  products,  this  regulation  of  labeling  and  advertis- 
ing claims  will  clear  up  doubts  which  have  always  existed  in  the  public 
mind  about  the  reliability  of  proprietary  medicines.  In  our  own  case,  we 
feel  that  the  net  result  will  be  to  increase  our  opportunities  to  sell 
"Claranol".  This  should  be  true  with  all  other  drug  products  of  merit* 
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